na = re 


TEN CENTS THE COPY VOLUME 97: NUMBER 11 


OST of the season’s busi- 
ness is ahead of us. 


Make the most of it by quick 
action on your orders for the 
world’s predominant quality 
tires— Vacuum Cups. 


We have everything in readi- 
ness to give you high-speed 
service. 


Write TODAY to Dept. K for 
exclusive territorial arrange- 
ments providing utmost pro- 
tection and profit. 


Pennsylvania Rubber Compan 
Jeannette, Pa. : 


Direct factory branches and - 
service agencies throughout 
the United States and Canada 
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HYDRAULIC COMPRESS 


Average 
Brake Lining -100% 


Brake Lining 





Which Brake Lining is Heaviest? 
PROOF—NOT TALK 


This picture knocks the legs from under any argument or dispute 
as to which brake lining is the heaviest. It proves absolutely that there 
is more material—over 50% more material—in Thermoid than most 
woven brake lining because we used the best and heaviest woven brake - 
lining we could find in the open market to make the above test. What 
does this mean? Just this. We put more material, more labor, fifty 
per cent more, into 


h 
HYDRAULIC GOMPRESsep 
Brake Lining - -100% 


so that Thermoid buyers will get longer, better and safer service out of: 
our product. . Thermoid is hydraulically compressed into one solid 
mass—it doesn’t become stringy or disintegrate rapidly as most brake 
linings do. Sell Thermoid—it will Satisfy your customers—induce them to 
buy more. That’s why Thermoid is sach a good profit maker. Write us. 


Thermoid Rubber Compang 


Trenton, New Jersey 
Our Guarantee: Thermoid will make good or we will 
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Ornamental Ideas 


This is the title of a mighty interesting little 
booklet which will give your salesmen the infor- 
mation they ought to have when selling National 
Builders’ Hardware or any other kind of builders’ 
hardware. 


We will send you any quantity of these book- 
lets feeling confident that you will decide upon 
National Builders’ Hardware as the line to carry. 


You will understand what we mean when we 
say that our line is on a quality-par with any other 
made, and, further, that we can save you money 
because we deal directly with you, thru no middle- 
man whatever! 


Get the point, do you? 


NATIONAL MFG. CO. 
STERLING ILLINOIS 
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IOWA HARDWARE DEALERS MEET IN 
DES MOINES | 


Good Attendance, Interesting Sessions, and Up-to-Date Exhibits—Will 
Hold Future Conventions at Earlier Date 





Left to right: A.J. Hoffman, Murray, lowa; G. S. Merriam, Keokuk, lowa; F. B. Lomas, Cresco, Iowa; T. N. 
Peterson, Council Bluffs, chairman of Press Committee; W. F. Mueller, Fort Dodge, of the Exhibit Committee 


fellowship characterized the sessions of the 

twentieth annual convention of the Iowa Re- 
tail Hardware Association, held in Des Moines, 
Feb. 29, March 1, 2, 3. 

The attendance was exceptional for the time of 
year, and the keen interest manifested in threshing 
out the various problems presented made the ses- 
sions at all times popular and profitable. 

The big arena of the Coliseum, which has staged 
everything from a presidential address to a wrest- 
tling match, was turned over to the exhibitors, while 
the dealers conducted their business sessions in the 
assembly room of the same building. The exhibit 
was an unqualified success. Not a foot of exhibi- 
tion space was wasted, dealers were constantly in 
evidence and exhibitors reported a maximum of 
business. Everything of.a hardware nature, from 


(5 teliowship cha enthusiasm and prime good- 
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nut-crackers to safety razors, was on display, and 
attractiveness was the keynote of the exhibit fea- 
ture. The general public was not allowed in the 
exhibit hall at any time, no one but dealers and 
their guests being admitted, and the exhibits were 
closed during the business sessions of the conven- 
tion. 

President Deering conducted the sessions in a 
thoroughly businesslike manner and the set ad- 
dresses were of a highly instructive order. Frank 
Lomas of Cresco and P. V. Burns of Charles City 
looked after the registration desk and the insurance 
features, and the non-member who came in to see 
the show generally left with a membership card in 
his hand and an insurance policy in his inside 
pocket. 

Charles P. Woodward of Carlinville, Ill, vice 
president of the National Association, was present 
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at all the sessions and helped in the discussions, 
while Herbert R. Sheets, manager of the Price and 
Service Bureau, expained in detail the workings of 
that part of the National Association service. 


President Deering’s Address 


Tuesday morning was given over to the exhibitors 
and the reception committee with their prominent 
“Ask Me” badges. Dues came in in bunches, dealers 
were duly registered and the official badges were 
distributed. 

The afternoon session opened with a musical selec- 
tion by the orchestra, after which President W. J. 
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College Professor Flays Retail. Methods 


Mr. Deering was followed by Prof. O. E. Kling- 
man, director of the extension division of the lowa 
State University, whose address on “Meeting Com- 
petition” was easily the feature of the sessions. 
Mr. Klingman did not mince matters at any stage 
of the game. He spoke from the viewpoint of a 
consumer who has carefully investigated retail con- 
ditions, and one who, although friendly to the re- 
tailer, was nevertheless able to see his faults and 
shortcomings. He related his experiences in visit- 
ing various retail stores of the State, and gave 











Left to right: 


W. L. Blosser, Moulton, lowa; G. W. Storey, Hedrick, Iowa; Cutler Abbott, Marshalltown, Iowa; 


H. F. Koeber of the A. C. Penn Company, and J. M. Krewson, Bloomfield, Iowa 


Deering read his annual address. He said in part: 
“The right solution of all our trade problems, both 
local and State, national and international, depends 
absolutely and finally on the application of the 
golden rule of business: “Treat your competitor as 
you would have him treat you.’ When every busi- 
ness man, firm and corporation, instead of endeav- 
oring to rise above their fellow man by pushing him 
down, will be content to rise with him by helping 
him up, such questions as are covered by the Stevens 
bill will automatically settle themselves.” 

He touched on the matter of price conditions, 
arising from the European war, and advised dealers 
to adopt a middle course in filling their wants, tak- 
ing care to buy neither too much nor too little. The 
Stevens-Ayers bill was briefly outlined, with the 
arguments for and against the measure, and the 
association was urged to go on record as favoring 
its passage. Mutual insurance received Mr. Deer- 
ing’s indorsement, as did also the Price and Service 
Bureau of the National Association, while trading 
stamps ‘and coupon schemes came in for his disap- 
proval as he outlined the method employed by 
Canada in combatting this evil. The crying want 
of business to-day he declared to be enthusiasm, 
and he closed his able address as follows: 

“When the time comes that the last man capable 
of judging the merits of a pocket knife by blowing 
his breath on the blade shall have sent his last order 
to Sears & Roebuck and cashed his last Montgomery 
Ward check in your store, then will the need for 
enthusiasm in our business cease to exist.” 





examples to show the average clerk’s lack of knowl- 
edge in regard to the merchandise handled. He 
read several advertisements of hardware dealers 
appearing in weekly papers, and compared them 
with the attractive and highly descriptive adver- 
tisements of the large mail-order catalogs. He 
advised the members to study carefully the adver- 
tising furnished them by retailers and appearing in 
their trade papers; to acquire a like knowledge of 
the goods they handle and follow the catalog lead 
in the matter of advertising their merchandise. 
Price, he declared, was not the determining factor 
in making a sale. Quality, advertising, and plainly 
marked prices, he said, were of far more importance 
in creating volume of sales. He took the merchant 
to task for his apparent laxness in displaying goods, 
and for his failure to meet the farmer as a social 
equal. 

By keeping in stock the goods demanded, display- 
ing them effectively, understanding them so as to 
be able to explain their good points, and giving 
adequate service, he assured dealers that they could 
meet any kind of competition on a profitable basis. 

Vice-President C. T. Woodward of the National 
Association took charge of the Question Box, and 
an animated discussion followed on questions per- 
taining to competition, credits, collections and 
kindred topics. 

The larger portion of the Wednesday session was 
given over to the mutual insurance features. Presi- 
dent Abbott of the Iowa Mutual Insurance Com- 
pany delivered his annual address, Secretary Sale 
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made his report, and the members listened to several 
instructive short talks on “Fire Prevention” and 
“Schedule Rating.” The following officers were 
elected for the ensuing year: 

President, L. C. Abbott, Marshalltown; vice-presi- 
dent, Joseph Mattes, Odebolt; treasurer, W. G. C. 
Bagley, Mason City; secretary, A. R. Sale, Mason 
City. 

Executive committee: L. C. Abbott, Marshall- 
town, chairman; T. N. Petersen, Council Bluffs; H. 
F. Leibele, Des Moines. 

Directors for a term of three years: Jacob 
Seither, Keokuk; Wm. McQueston, Muscatine; Geo. 
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the farmers’ and laborers’ organizations, and urged 
merchants to work along similar lines. He spoke of 
“The Human Element” as a determining element 
in successful merchandising, and declared business 
to be a science which had no further use for guess- 
work. Since profits depend upon the expense of 
selling, waste, he declared, must be eliminated. He 
referred to ignorance as a factor in increasing costs, 
and knowledge as the cornerstone of successful re- 
tailing. He recommended the treating of employees 
as human beings rather than cogs in the business 
machine, and urged a more careful study of buying 
methods. “The American farmer,” said Mr. Brisco, 








Left to right: George Garnett, Menlo, Iowa; George V. Dengler, Des Moines; William Furbich, Des Moines; 
W. E. Anderson, Lamoni, Iowa, and J. H. Ferguson, Norwalk, Iowa 


A. Bieber, Fort Atkinson; C. R. Keating, Mount 
Ayr. 

The balance of the session was occupied by Sena- 
tor Joseph H. Allen of Pocahontas, lowa, whose ad- 
dress on “The Hardware Man in Politics” turned 
out to be a rather tiresome discussion of local polit- 
ical questions. 

The afternoon and evening were utilized by the 
dealers in viewing the exhibits, to the inspiring 
music of T. Fred Henry’s band. 


Thursday Session Strictly Executive 


The Thursday session was strictly executive, and 
opened with E. M. Healey in charge of the Question 
Box. Such questions as “Can a law be passed to 
compel near-deadbeats to pay their debts?” and 
“Should retailers advance their selling prices to 
meet advanced costs?” were threshed out profitably. 

Frank B. Lomas of Cresco reported for the dele- 
gates to the National convention, and Charles T. 
Woodward extended the greetings of the National 
Association, and made a plea for the indorsement 
of the Stephens-Ayres bill. H. P. Sheets explained 
in detail the workings of the National Price and 
Service Bureau, and Norris A. Brisco of the Uni- 
versity of Iowa spoke to the members on “Retail 
Store Efficiency.” Mr. Brisco, who is in charge of 
the commercial course recently established at the 
university, showed a remarkable familiarity with 
his subject and gave the assembled dealers much 
food for thought. He pointed out the efficiency of 


“is the keenest judge of values in America to-day.” 
He pointed to poor salesmanship as the weak link in 
the chain of merchandising, and declared that no 
sale was completed until the article sold was worn 
out and had given absolute satisfaction. He closed 
with a plea for the introduction of good common 
sense in business deals. 

The exhibitors were given the afternoon and early 
evening to talk their wares, and at 9 p. m. the 
dealers adjourned in a body to the Empress Theater, 
where a special program was arranged for their 
benefit. 

Contrary to the usual custom the report of Secre- 
tary Sale was read at the opening of the closing 
session on Friday. It began with a résumé of the 
early history of the association, its gradual growth 
and its present proportions. The general rise of 
price in hardware was commented on, as were the 
general trade conditions for lowa, which were de- 
clared to be excellent. Mr. Sale spoke at length on 
the value of trade papers and the uses to which they 
should be put by the retail dealers. He mentioned 
the good work done during the year by the freight 
auditing department, and urged members to make 
use of its services. The membership of the associa- 
tion was given as being close to the 1000 mark, and 
the report closed with a very satisfactory statement 
of the financial condition of the organization. 


Dealers Warned Concerning Compensation Law 
John A. Eddy of Des Moines followed with a very 








interesting discussion of the lowa Workman’s Com- 
pensation law. He carefully explained the purpose 
and workings of the law as now on the statute books, 
and declared it to be the best law of its kind in the 
United States. He warned the members regarding 
certain classes which were laboring to increase the 
scale of benefits and thereby render it unjust to the 
employers of labor. The present law he declared 
to be merely a forerunner of various other laws, 
such a& illness compensation, old age compensation, 
non-employment compensation, etc. Dealers were 
urged to co-operate with other employers of labor 
in an effort to retard legislation which might be 
detrimental to legitimate business. 

William R. Hotchkiss, an advertising man of na- 
tional prominence, then addressed the members and 
gave them several new impressions in regard to 
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Left to right: O. J. Klopka, Claire, lowa; H. D. Detthof, Muscatine, lowa; C. A. Wenstrand, Shenendou', lowa; 
C. M. Berkley, Waterloo, Towa; C. E. Barr, Cedar Rapids, Iowa, and P. V. Burns, Charles City, I. wa 


advertising. Mr. Hotchkiss regards inertia as the 
worst foe of success. Merchants, he said, looked 
upon their merchandise as commonplace through 
seeing it so often. This had caused them to lose 
their enthusiasm and sales had naturally decreased. 
“People do not realize their wants,” he said, “and it 
is up to the retail dealer to bring them to a realiza- 
tion.” He declared that people like to pay a fair 
price if goods are of a fair quality. He advised the 
handling of nationally advertised goods, and the 
following up of national advertising campaigns with 
local advertising. Such campaigns he considered 
as great time savers in the closing of sales. Deal- 
ers were advised to confine their advertising to one 
article or line at a time, putting their best efforts 
behind the pushing of that article or line. This, he 
said, was the secret of department store advertising, 
and accounted for its wonderful success. 





Harry Henoch and F. A. Miller of 




















Left to right: G. B. Douglas (Vacuum Furnace Company), Des Moines; 
the Auto Strop Safety Razor Company; M. J. Coakley, Radiant Home Stove Company ; 
lowa, and C. J. Urmson, Alden, Iowa 


J. B. Sallee, Alden, 
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Reports of Committees 


The next in order was the report of committees. 
The resolutions committee brought in a report in 
which it requested Congress to carefully consider 
and investigate the selective conditions existing in 
the parcels post rates, and to make such provisions 
and changes as will benefit equally all channels of 
distribution. 

It indorsed the Stephens-Ayres bill, the Griest 
one-cent local postage bill, the Adamson bill to pre- 
vent swindling in interstate and foreign commerce, 
the Steenerson bill to prohibit misbranding of 
goods, the Kreider bill to compel honest advertising, 
and the Barnhart bill to remove tariff agitation from 
politics. 

It approved the movement of the National Im- 
plement Association to standardize farm equipment, 
and indorsed the movement among implement man- 
ufacturers to do away with long-time credits and 
commission contracts, providing the dealer is given 
a share of the benefits of these economies. 

“It indorsed the building of good, permanent 
roads, and warned dealers against entering into 
contracts without first carefully examining them. 





Left to right: President W. J. Deering, Atlantic, Iowa; 

L. C. Abbott, Marshalltown, lowa, president of Iowa 

Hardware Mutual Insurance Company; George A. 
Bieber, Fort Atkinson, Iowa, sergeant-at-arms 


The following officers were elected: President, 
W. J. Deering, Atlantic; vice-president, E. M. 
Healey, Dubuque; secretary-treasurer, A. R. Sale, 
Mason City. 

New directors for two years: G. S. Merriam, 
Keokuk; E. M. Healey, Dubuque; E. H. Schilling, 
State Centre; C. T. Gadd, Des Moines; W. J. Deer- 
ing, Atlantic; William Keonig, LeMars. 

Advisory board: L. C. Abbott, Marshalltown; C. 
T. Gadd, Des Moines; W. J. Deering, Atlantic, chair- 
man ex-officio. 

Executive committee: W. J. Deering, Atlantic, 
chairman ex-officio; E. M. Healey, Dubuque; A. J. 
Hoffman, Murray. 

There was considerable discussion in regard to 
the date for the 1917 convention and the matter was 
finally left to the officers under instructions to set 
the date between Jan. 15 and Feb. 15, but to make 
the date as early as could be done conveniently. 
The place of the next meeting was left to the 
executive committee. 

At a meeting of the board of directors held after 
the session, A. R. Sale was re-elected secretary- 
treasurer of the association. 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION CONVENTION, in conjunction with the South- 
ern Hardware Jobbers’ Association, Birmingham, 
Ala., April 18, 19, 20, 21, 1916. Headquarters, Tut- 
wiler Hotel. F. D. Mitchell, secretary-treasurer, 
Woolworth Building, New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CON- 
VENTION, in conjunction with the American Hard- 
ware Manufacturers’ Association, Birmingham, 
Ala., April 18, 19, 20, 21, 1916. Headquarters, Tut- 
wiler Hotel. John Donnan, secretary-treasurer 
Richmond, Va. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Little Rock, May 9, 10, 11, 1916. Grover 
T. Owens, secretary, Little Rock, Ark. 

THE SONTHEASTERN RETAIL HARDWARE ASSOCIA- 
TION, comprising the Florida, Alabgma and Georgia 
Retail Hardware associations, will hold conventions 
as follows: 

FLORIDA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Ocala, May 16, 17, 18, 1916. W. L. Har- 
lan, secretary, 86 East North Avenue, Atlanta, Ga. 

ALABAMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Decatur, May 23, 24, 25, 
1916. W. L. Harlan, secretary, 86 East North 
Avenue, Atlanta, Ga. 

GEORGIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Savannah, June 6, 7, 8, 1916. 
W. L. Harlan, secretary, 86 East North Avenue, 
Atlanta, Ga. 

PANHANDLE HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Amarillo, Tex., May 22, 23, 
24, 1916. L. E. Lyles, secretary-treasurer, Ama- 
rillo, Tex. 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, Pittsburgh, Pa., May 24, 
25, 26, 1916. Headquarters, the new William Penn 
Hotel. Arthur H. Chamberlain, secretary, Mar- 
bridge Building, New York. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, June 12, 13, 14, 15, 
1916. George A. Fiel, secretary, 176 Federal Street, 
Boston, Mass. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Boston, June 13, 14, 15, 1916. M. L. 
Corey, secretary, Argos, Ind. 


A Half-Century of Hardware 
Distribution 


HE Beck & Gregg Hardware Company, Atlanta 
and Savannah, Ga., recently passed the fifty- 
year period of its business existence. The house 
has improved the occasion to gratefully testify to 
the cordial business relations which have so long 
endured between manufacturers from whom they 
have bought, their customers and themselves, and 
to which is attributed the success of the house. 

Originally in 1866, when the business was 
founded, the firm title was Tommey, Stewart & 
Orr; in 1867 it became Tommey & Stewart; in 
1870, as the business expanded, the title was 
Tommey, Stewart & Beck. Eight years later, in 
1878, the firm name became Tommey, Gregg & Beck; 
in 1880, Beck, Gregg & Co., and in 1883, as now, the 
Beck & Gregg Hardware Company. 

The present official board is constituted as fol- 
lows: Lewis H. Beck, president; William A. 
Parker, vice-president and general manager; Will- 
iam D. Paden, secretary; Palmer J. Smith, treas- 
urer, and William E. Holleyman, manager of pur- 
chases and sales. 








UNITED STATES HAS 2,423,788 CARS’ 


1915 Registrations Show Increase of 686,998 Cars and Trucks, or 39.6 
Per Cent Over 1914—One Car to 42 People 
By DONALD McLEOD LAY 















































registered 2,423,788 automobiles and motor 

trucks in the United States. This total does 
not include duplicate registrations; at least, all 
available duplicate registrations have been de- 
ducted, The gain in registrations over 1914 was 
686,998, which means an increase in the year of 
39.6 per cent. Over $4,000,000 was spent in thirty- 
four States for registration fees alone. 

This is a much greater increase than 1914 
showed over 1913, when the added registrations for 
the year totaled 482,915 vehicles. In a word, 1915 
showed a 44 per cent greater registration than 
1914. Registrations Dec. 31, 1914, were 1,736,790. 

Reverting to the grand total of 2,423,788 motor 
vehicles registered up to Dec. 31, 1915. Taking the 
latest census department estimate our Government 
places the population of the United States at 101,- 
208,315 as of Dec. 31, 1915. Taking these two 
totals as official we have one machine for every 
forty-two persons in the country. 

Considering the gain of 686,998 automobiles and 
trucks made during 1915, this figure of increase in 
registration must not be confused with figures of 
automobile production or manufacture during the 
calendar year. A conservative estimate has placed 
the total number of automobiles manufactured at 
892,618, this including over 50,000 motor trucks. 
The number of vehicles registered during the calen- 


[) = G the calendar year of 1915 there were 
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dar year is naturally much lower owing to the 
large number exported, also to a considerable num- 
ber of old cars that have been scrapped or put to 
other uses and to many cars manufactured during 
the last three months, many of which are in stor- 
age at dealers’ warehouses ready for quick delivery 
when the buying season opens under the influence 
of approaching warm weather. 

Analyzing the gain of 686,998 registered vehicles 
during the year, many will be surprised to know 
that considerably more than half of these registra- 
tions were recorded in the last six months. The 
figures are: 

Gain in registrations to July 1 .994,113 
Gain in last six months.......... 352,885 

Thus it is seen that a practically uniform rate of 
registration obtains throughout the year, in spite 
of the heavier selling and registration peculiar to 
spring. 

During 1915 several changes occurred in the 
standing of States having over 100,000 cars and 
trucks registered. New York continues to lead with 
212,844. Illinois keeps second place with 182,290. 
Ohio, however, has supplanted California in third 
place with 179,767, as against the Golden State’s 
total of 163,801. Pennsylvania is still fifth with 
150,729, followed by Iowa with 139,808; but Massa- 
chusetts has yielded seventh place to Michigan, 
which has jumped up into the 100,000 class with 
114,845. 
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Nine States have between 50,000 and 100,000 cars 
and trucks, Indiana leading with 96,915, having 
passed Minnesota, which was one place ahead of 
it at the end of 1914. Minnesota now has 91,829, 
while Texas is credited with 90,000. Massachusetts 
follows with 89,133, and Wisconsin has 81,371; 
Missouri shows 76,462 registrations and Kansas 
74,956; New Jersey has 67,556, and Nebraska regis- 
trations total 59,140. 

Twenty-five States have registrations varying 
from 50,000 down to 10,000; Connecticut having 
38,950 and the District of Columbia 10,200. In the 
group with registrations under 10,000 there are 
eight States, Arkansas, Utah, Arizona, Idaho, New 
Mexico, Delaware, Wyoming and Nevada. Since reg- 
istration statistics were first available the last three 
States have held this order, their gains being in 
practically the same proportion each year. Nevada 
has the fewest cars of any State in the Union, its 
total registration for 1915 being 2177, a gain of 
690 over 1914, which is not a bad showing since its 
population on Jan. 1, 1916, according to the esti- 
mate just issued by the census bureau, is only 
104,732. 

Although the majority of the States were unable 
to give statistics covering the number of gasoline 
cars and trucks as compared with electric cars and 
trucks in use, it was possible to obtain fairly com- 
plete statistics regarding the registration of non- 
residents and re-registrations due to change of 
ownership, etc. These reports show a total of 
19,134 cars registered in more than one State, while 
the number of re-registrations is 55,682. The re- 
spective figures for the various States have been 
deducted from the total registration in each in- 
stance to secure the actual number of cars and 
trucks in use. 


Eliminating Duplicate Registrations 


The statistics have been secured from the State 
registration officials in all cases except the District 
of Columbia, Mississippi and Texas; all duplica- 
tion of registration owing to the same car being 
registered in more than one State, cars changing 
ownership and required to be re-registered on that 
account, etc., is deducted. 

Taking up the gains made by the various States 
over their respective totals for 1914 and making 
allowance for duplicate registrations, Ohio shows 


the largest increase with 58,502, although it is in. 


third place in the list of total registrations. Ohio 
has one car to every twenty-eight persons, accord- 
ing to the estimate of the United States Census 
Bureau of population up to Jan. 1, 1916. 

New York is a close second with 56,671, giving 
the State a total of 212,844, or one car to every 
forty-eight of its population. 

Illinois, which is second to New York in total 
registration, as shown in the table on page 303, 
gained 51,150 cars and trucks during the year, 
having one to each thirty-three persons. 

Pennsylvania is next in order with an increase 
of 43,588, or one to every fifty-six of its population. 

California, which leads Pennsylvania in the total 
number of vehicles, being in third place, follows 
the Keystone State in the order of increased regis- 
tration, having 40,700 to its credit, while its car-to- 
population ratio is second only to lowa’s, there being 
one motor vehicle to every eighteen persons. 

Michigan ranks sixth, although it follows lowa 
in the total number of cars registered, its gain for 
1915 being 38,456, while its car-to-population ratio 
is one to each twenty-six inhabitants. 

Iowa follows Michigan in the order of increased 
registration, showing 33,721, while its car-to-popu- 
lation ratio is the highest of all the States, there 
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being an automobile or truck to every sixteen of 
its population. 

Indiana is the only other State to show an in- 
crease of over 30,000 cars, its gain totaling 31,415; 
the Hoosier State has a motor vehicle to each 
twenty-nine inhabitants. 

A comparison of the tabulations showing total 
registration and increased registration for 1915 
brings out the practically constant ratio of increase 
in these leading States. 


Eight States Gain 10,000 to 30,000 


Eight States show increased registration varying 
between 10,000 and 30,000. Of these Wisconsin has 
the largest gain, registering 28,191 more cars and 
trucks than in 1914. In this State there is one 
motor vehicle to every thirty-one persons; Missouri 
gained 25,464, or more than a number of States 
ranking higher in the list of total registrations, 
while its car-to-population ratio is one to forty- 
four; Texas has an estimated gain of 25,268, there 
being forty-nine persons to each car and truck in 
the State; Kansas and Minnesota show the next 
largest gains, Kansas having 24,489 and Minnesota 
being credited with 24,464, Kansas having twenty- 
four persons per car and Minnesota twenty-five; 
Oklahoma shows 18,255 added registrations, having 
one car or truck to each eighty-four inhabitants, 
while the registration officials estimate that there 
are 5000 cars in the State which their owners have 
failed to register; Massachusetts and Connecticut 
show nearly the same gain, Connecticut having 
12,732 while its car-to-population ratio is one to 
thirty-two, and Massachusetts showing 12,301 added 
registrations, with forty-one persons to each car 
or truck. 

The remaining States show gains varying from 
Nebraska with 9140 down to Nevada with 690. 
Thirty-two States show a ratio of not more than 
fifty persons to each car or truck; seven show be- 
tween fifty and 100 persons per vehicle, six have 
between 100 and 150 population per car, and only 
four run as high as 150 to 215. Arkansas has but 
one car to each 215 persons, the other three States, 
Mississippi, Alabama and Louisiana, having one to 
168, 168 and 167 respectively. Probably one reason 
for this is that the region in which these States 
lie is largely inhabited by an impecunious negro 
element, swelling the total population, although un- 
able to purchase automobiles. 


245,363 Chauffeurs 


Several of the States were able to give the num- 
ber of chauffeurs registered during 1915, the total 
being 245,363, or several times the standing army 
of the United States. It must also be considered that 
this represents the total in only seventeen States, 
eleven not requiring chauffeurs to register and 
twenty-one States being unable to furnish the num- 
ber. New York, of course, is far in the lead, with 
81,266, Pennsylvania being second with 36,747, 
closely followed by Massachusetts, which has 34,736. 
Illinois has 22,995 and New Hampshire 17,383, 
while Ohio is credited with 14,216. 

Returns from thirty-four States show receipts 
from automobile, motor truck and chauffeur regis- 
trations of $4,188,755.16. New York leads in fees 
as well as in registrations, its motorists having 
paid $1,874,075.50 to the State during 1915. Penn- 
sylvania is second with $1,665,276.50. Iowa has 
$1,510,745.82 in fees to her credit, while New Jersey 
automobilists and those visiting the State surren- 
dered $1,062,922.96, and Massachusetts, another 
great touring State, shows receipts of $1,054,704.50. 
These are the only States whose fees passed the 
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Dealers, Garages, Supply, Repair and Charging 
Stations in the United States 


Repair Supply Charging 
Dealers Garages Shops Dealers Stations Tota! 


States 











126 87 39 10 14 196 
83 70 28 4 6 122 
108 72 4 7 155. 
943 1 114 40 75 104 1,722 
263 84 105 22 423 
287 220 120 33 ‘22 527 
48 53 15 2 a 77 
53 46 25 13 7 122 
75 179 76 16. 288 
211 214 78 14 18 377 
107 80 31 8 143 
1,557 1,449 558 65 159 2,412 
850 586 265 20 67 1,256 
1,463 1,144 512 26 86 1,857 
840 653 197 14 34 1,141 
205 151 52 17 261 
84 162 19 6 14 120 
115 217 62 14 354 
187 214 96 31 15 366 
582 724 276 66 74 1,258 
729 652 206 51 53 «1,124: 
1,086 702 262 29 26 §=61,349% 
86 63 22 7 125 
734 515 283 37 46 1,116 
196 149 59 9 254 
725 518 155 13 30 902 
49 37 12 1 2 70 
159 184 76 3 11 267 
494 719 235 35 45 976 
69 59 17 e 1 110 
1,494 1,841 632 185 118 2,919 
172 156 56 6 8 245 
411 261 104 3 11 541 
1,249 1,012 437 63 105 1,812 
268 222 25 13 19 402 
163 180 33 15 13 270 
1,256 1,294 542 110 107 2,045 
85 110 70 11 9 209 
93 84 30 5, 2 145 
396 249 89 3 19 484 
140 96 52 11 7 206 
514 418 195 25 38 840 
64 41 17 3 * 91 
121 125 54 4 197 
167 130 61 13 . 245 
260 22 82 25 18 390 
139 99 43 :* {4 167 
801 656 291 18 7 1,046 
51 21 ne 69 
20,458 18,560 7,160 1,102 1,439 31,793 


$1,000,000 mark, although Ohio received $983,789.38 
and Illinois $924,905.74. 

People are continually pointing to the rapid in- 
crease in automobile and motor truck production, 
demanding what is to become of the enormous 
motor vehicle production each year. They state 
that the buying power of the United States has 
been exhausted or is rapidly nearing its limit so far 
as motor vehicles are concerned. They warn against 
continued expansion, holding up the menace of over- 
production to the industry and prophesying all sorts 
of disastrous consequences as inevitable if the pres- 
ent rate of progress is sustained. The registration 
statistics form the foundation for conclusions which 
indisputably refute all the contentions of these 
pessimistic prophets. During 1915 the production 
of automobiles and motor trucks by the manufac- 
turers of the United States reached a total of nearly 
900,000 vehicles, a goodly percentage of these being 
exported to Europe, Asia, South America, in all, 
eighty countries in different sections of the globe, 
the number of cars and trucks shipped abroad in- 
creasing each month as shown by the government 
export statistics, the increase for the year being 
250 per cent, while their estimated value is $100,- 
000,000. 


Nearly 2,000,000 Gain Since 1911 


The tremendous buying power of the country is 
well illustrated by the phenomenal increase in the 
number of automobiles and trucks in use in the 
United States since 1911. For that year a total of 
677,000 was recorded, which, during 1912, jumped 
to 1,010,483, a gain of 333,483. In 1913 the total 
was 1,253,875, or 243,392 more than were recorded 
as being in use during the preceding year. As 
shown by the 1914 and 1915 statistics mentioned 
above, the increase in the number of vehicles in 
use from 1911 to the end of 1915 is 1,746,788, or 
practically the total number of cars and trucks in 
use in this country a year ago. In other words, the 
gain in car and truck registrations during 1915 
is almost as large as the total number in use at the 
end of 1911. 
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Taken in conjunction with the yearly production 
statistics, the registrations are specially significant. 
In 1911 American automobile and truck manufac- 
turers produced 209,957 cars and trucks, their an- 
nual output increasing rapidly with each succeeding 
year. In 1912 a total of 378,261 vehicles left their 
factories, increasing to 450,000 in 1913, and for 
1914 the figure of 515,000 given by the National 
Automobile Chamber of Commerce was held to be 
so conservative that it was from 5000 to 15,000 
below the actual production total for the year. The 
Chamber estimated that 30,000 of the number given 
were commercial vehicles. During 1915 the same 
authority gives a total production of 892,618 cars 
and trucks, of which 842,249 were passenger cars 
and 50,369 were commercial vehicles. Over 200,000 
freight carloads of automobiles were shipped during 
that year. 


$691,778,950 in Cars and Trucks 


The total retail value of the automobiles and 
trucks built in the United States in 1915 was given 
as $691,778,950, of which $565,856,450 represented 
the passenger cars and $125,992,500 the commercial 
vehicles. 

It was pointed out in The Automobile for Aug. 12 
that the statistics for the first six months of 1915 
showed that the sale of automobiles to farmers and 
people living in small communities was rapidly in- 
creasing. This tendency was continued throughout 
the year, and it is significant that such agricultural 
centers as Illinois, Iowa, Indiana, Minnesota and 
Wisconsin are well up toward the top of the car 
registration list. Farmers are coming to realize 
more and more that the automobile possesses 
greater potential possibilities for the development 
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and broadening of their lives and business oppor- 
tunities than any other factor. In fact, it is really 
more valuable to farmers than to any other class 
of people, as it brings them more closely into touch 
with the centers of population where they buy and 
sell than is possible with any other form of con- 
veyance. In addition to this there is the important 
phase of the situation presented by the facilitation 
of social activity in rural districts rendered possible 
by the automobile. Farm life can no longer be 
described as unavoidably dull and lonesome, as prac- 
tically every aspect of it has been brightened by 
the influence of the automobile. 

The continued rainy and stormy weather in some 
sections of the country during the early part of 
1915 had a very bad effect on the standing crops, 
road conditions and numerous other factors which 
must always be considered as influences on the auto- 
mobile market. In view of these conditions the 
marked increase in registrations in these districts 
is especially significant as indicating their general 
prosperity and buying power. 

A factor of the 1915 car and truck market was 
the export business with European belligerents. 
This demand in addition to the large domestic sales 
rendered necessary the extension of factory facili- 
ties by practically every automobile, motor truck 
and parts manufacturer in the United States. 


20,458 Dealers in United States 


According to statistics compiled by The Automo- 
bile Trade Directory, there were 20,458 automobile 
dealers in the United States at the end of 1915, 
garages numbered 18,560, repair shops 7160, supply 
dealers 1102 and charging stations 1439. The total 
is given as 31,793, a number of the dealers keeping 
garages or repair shops, etc., so that the total does 
not tally with the sum of dealers, repair shops, 
supply dealers and charging stations. The distri- 
bution of these establishments throughout the vari- 
ous States is shown in the tabulation on page 306. 
The same authority gives the total number of man- 
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ufacturers of automobiles, motor trucks and motors 
as 512. This total does not tally with the 230 man- 
ufacturers of automobiles, 267 truck makers and 
sixty-one motor builders because many of the auto- 
mobile manufacturers build trucks as well. The 
distribution by States is given in the table on page 
307, twenty-nine States and the District of Colum- 
bia being represented. 

In the tabulation at the bottom of page 305 are 
given the total registrations, including non-resident 
registrations and number of cars re-registered 
owing to transfer of ownership, etc. In the tabu- 
lation on the opening page these duplicate regis- 
trations have been deducted, leaving the statistics 
for each State as accurate as it is possible to make 
them under the recording system at present in use 
in most of the States. Very few of the States have 
registration systems permitting them to give com- 
plete information relative to the number of cars of 
various types, such as gasoline passenger and com- 
mercial, electric passenger and commercial, ete. In 
fact, the majority are able to give but one figure, 
which is the total number of automobiles and motor 
trucks in use in the State, irrespective of methods 
of propulsion. 


Nine States Have New Laws 


Nine States have new automobile laws passed 
during 1915, these being California, Delaware, 
Florida, Michigan, Nebraska, New Jersey, Okla- 
homa, Tennessee and Washington. Perennial regis- 
tration still reigns in the District of Columbia and 
Utah, while Texas has both local and perennial 
registration. Only one State, South Carolina, now 
has purely local registration, Louisiana having 
joined the majority with State registration during 
1915. Triennial registration, or registration every 
three years, is still found in Minnesota. The gen- 
eral tendency in automobile legislation may be char- 
acterized as toward sane and reasonable measures, 
as contrasted with previous years when freak bills 
were much more numerous. 





A DIFFERENT SORT 


y™ be it from us to sing aught but a harmoni- 

ous strain in this national hymn of Prosperity 
Plus, but our sacred duty to our readers demands 
that we assume the graceful attitude of the corner 
cop and direct your attention to a flaw in the face 
of the future. 

Praise Allah, we have an excuse for this dis- 
graceful conduct. 

’Tis this: There is a bromide wandering about 
that offers passers-by sage advice concertfing the 
great utility of a timely stitch. In the protecting 
arms of this blond and buxom bromide we nestle. 

Contrary to the hoarse croakings circulated at 
some boarding houses, the convulsion across the 
water will cease—ultimately. We say this without 
fear of contradiction, believing that our phrase- 
ology is sufficiently indefinite. 

On that happy day, when the denuded dove of 
peace shall pick her perch, the rivers of interna- 
tional hate shall slink back into their subterranean 
and wholly proper channels, there to remain until 
the dogs of war have renewed their teeth and an- 
other brew of fanatics shall have risen up. 

Eventually, of course, another convulsion will 
revive the waning business of the war correspond- 
ent. .It must be ever so. For ages the big bugs 





*From “Drill Chips,” published by the Cleveland Twist 


Drill Company. 


OF PREPAREDNESS* 


have feasted fat on the little bugs, and we have no 
reason to suppose that the national table d’héte of 
the future will be any less tempting than that of 
the past, or that a naval rifle will lose any of its 
moral suasion. However, you and I need not chew 
our nails in any agony of fear. That day is far off. 

But there is a day coming when a war of a 
purely commercial nature will break upon us. It is 
upon preparedness for this war that we now speak. 

To-day there are some four classes of business 
directly interested in the production of war mate- 
rials and hence in the proximity of peace. 

There is the old established organization whose 
entire plant is at present consecrated to the pro- 
duction of munitions. Its previously established 
domestic trade is either languishing by the road 
like a dilapidated dramatist or being badly mis- 
handled on a contract basis by outsiders. 

Next comes the type of plant organized for and 
only for the duration of the storm across the sea. 
In its very inception it must have recognized its 
comparatively transitory nature and therefore must 
have prepared an easy and painless exit from the 
field of munition manufacture. Hence this type 
need cause us but little worry. 

In the third class are the smaller fry, both old 
and new, who are handling the overflow , 
of the larger munition makers. 
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And lastly there is a vast horde of smaller shops, 
newborn on the present wave of necessity. Some 
of these are engaged in the contract business above 
referred to, while others are establishing them- 
selves on the fag-ends of the business left languish- 
ing by the opportunists of the first classification. 

Of course there are others, but these will serve 
to point the tale. 3 

When Mars casts off his helmet, our four classes 
of friends will be like unto four wrestlers striving 
on a mat, which at best has but space for two of 
them. 

The big manufacturer, who for months has for- 
saken his domestic trade for the alluring call of 
munitions, will turn to his old channels of trade 
only to find them shrunken and dissipated among 
many small competitors. But his treasury will be 
full of the stuff that is ammunition for a commer- 
cial battle. Well-heeled for a knock-down-drag-out 
tussle, he will stake his all to regain his lost pres- 
tige and the neglected profits of purely domestic 
origin. 

His hat once more will be in the ring for Amer- 
ican business. But, unfortunately for his peace of 
mind, his will not be the only hat therein. Others, 
who have grown in the shadow of his greatness, 
will give him many a hard knock before he regains 
his old-time place in the commercial life of his 
countrymen. 

Although Party Number Two, organized solely 
for the production of war materials, may eliminate 
himself forthwith, folding his tent like the wander- 
ing Bedouin and simmering away to more timely 
fields, yet his plant—a large one, mayhap—will re- 
main behind him staring and vacant. Some rattle- 
brained fool may see the boarded windows and cry 
“Bad business.” If enough of his feather take up 
the cry, it may result in a disturbing commercial 
depression. 

Party Number Three of the small shop that has 
been dallying with the crumbs from the table of 
the large munition maker, will test his plump purse 
and, with the confidence which it brings, sally forth 
to round up the domestic trade he knows to have 
been dropped in the commercial ash can by Party 


Hardware Age Price Information 
Very Valuable 


ALBUQUERQUE, N. M. 
To the Editor: 


I note in your issue of Feb. 17, 1916, the change 
of the name of the Foster-Mead Hardware Com- 
pany, of Huntington, W. Va., of which I was for- 
merly manager. 

The article is correct in every respect with the 
exception that it states I am on the Pacific Coast 
for my health, and this is also in a measure correct, 
as I was on the Pacific Coast for my health, but 
was forced to come to New Mexico, where I found 
health. 

On March 1 I assumed the general management 
of the Whitney Company, having again fully re- 
covered my health, and expect to shortly renew my 
former acquaintance with the Eastern factories 
with which I formerly dealt. 

As I was ill so many years, no doubt many in 
the trade will be surprised to learn I am yet among 
the living. In this connection I desire to state, as 
a matter of fact, that in my travels throughout the 
United States in search of health I had not 
found any place that in any way would compare 
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Number One, for whom he so lately labored. He 
will find Party Number One engaged in a like pur- 
suit. A collision will impend and wreckage mayhap. 


Party Number Four, grown sleek and prosperous 
beyond his wildest dreams of bliss from feasting on 
the home trade either contracted out to him or com- 
pletely forsaken by neglectful Number One, will 
have had a tempting taste of the possibilities of the 
domestic field. He will smack his lips and cry 
lustily for more, and he may be so bold as to try 
for a toe-hold on the possibilities. 


So we have three souls with but a single thought 
—the fair lady, Miss American Trade, and her 
doughty dowry. Some hearts are certain to be 
broken, when there are so many and pressing suit- 
ors. Much grinding and clashing of mercantile 
gears will result before the inexorable god of de- 
mand-versus-supply is sufficiently propitiated. 


True, there may be as much if not even more 
gravy then before, but it looks distressingly as 
though there might be far too many cooks. 


But be of brave hearts, my lads! While some few 
ill-starred manufacturers, sinking in the Goodwin 
sands of their own commercial blindness and un- 
preparedness, will raise the cry of “Fire,” you and 
I will know that there is no fire—that the smoke °: 
but the natural result of grinding gears and ad- 
justing cogs. 

All we ask is that commercial mariners look out 
to sea. 

A tide is coming which, taken at the flood, will 
lead on to a safe and sane future. But safety above 
all else—remember the undertow. Be not totally de- 
ceived by the siren call of this Domestic Lady. 

Let us set our house in order for: peace to-day. 
Let us get our domestic trade once again well within 
our own hands so.that, when the peace comes, it 
will be as surely ours as before we forsook it— if 
forsaken it we have. Preparedness is not alone a 
political issue—it is a commercial one as well. 

If, now, we have been successful in detecting and 
pointing out the ruts in the road of the future, we 
have not lived as much in vain as we are often in- 
clined to believe. 


with this point as a health resort. Furthermore, I 
would be pleased to advise and answer any ques- 
tions concerning this city from any of our brother 
hardware men. 

We receive your paper regularly, and in this far 
Western country, away from the markets, we con- 
stantly use your price information, which is indeed 
very valuable to us. Yours truly, 


RUSSELL F. MEAD. 





Criticisms Appreciated 


ENNIS, TEX. 
To the Editor: 


We would thank you to criticise the inclosed 
ad. Don’t you think this would have been a 
stronger ad if the prices had been listed? 

Thanking you for past criticisms and wishing 
you continued success for your magazine, we are, 


Yours very truly, 


BLAKEY-CLARK HARDWARE COMPANY. 
By C. B. Knighten, Secretary-Treasurer. 
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“True Comfy Light” 


Gerber-True Co., 908-910 South 
Washington Street, Chicago, IIl., has 
recently put on the market the “True 
Comfy Light,” which is an adjustable 
reading lamp with a clamp which the 
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“True Comfy Light” 


company states can be clamped to 
any projecting surface. 

The clamp is covered with rubber, 
and this light may be attached to the 
top of a mirror so as to throw the 
light down on the face; on a bed post, 
on the back of a chair or at the top of 
a desk, or it may be clamped to the 
body of a sewing machine so as to 
throw a good light on the work. 

This light, the company states, is 
made of brass with a brush finish. 
The inside of the shade is aluminum 
finish and reflects a clear, soft light. 
The clip or holder is made of heavy 
spring wire and can in an instant be 
fastened to any projecting’ surface 
from % in. to 2% in. in thickness. 
Included with this fixture is 8 ft. of 
silk cord. 

The shade of this lamp can be re- 
volved and moved up and down so that 
the light can be adjusted to any angle. 
The retail price of the lamp is $2.50. 


New Price on Wallace 
Lamps 


The Wallace Novelty Company, 
19-25 East Twenty-fourth Street, New 
York City, has recently announced 
that owing to the continued and ex- 
tensive increases in the cost of raw 
material, the retail price of the 
Wallace electric portable lamps has 
been changed from $2.25 to $2.50. The 
discount, the company points out, is 
such that there is a very liberal 
margin of profit for the dealer. 


Wayne Vacuum Laundry 


The Wayne Mfg. Company, St. 
Louis, Mo., has recently put on the 
market a new vacuum washing ma- 
chine with wringer and stand com- 
bined, which is called the Wayne 
vacuum laundry No. 50. 

In this washing machine there is a 
funnel-shaped dasher. By the use of 
it, the company claims, even the most 
delicate fabrics can be laundered with- 
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out fear of tearing the clothes. The 
dasher rotates and reverses uniformly. 

The platform frame is made of 
angle steel. The left half is re- 
movable for saving space between 
washdays. The platform itself is 
made of hardwood strips bolted to the 
metal, and in addition to supporting 
the washer, the platform is made to 
hold a tub of rinsing water, a tub of 
bluing water and a basket. 

The power-driven wringer is re- 
versible and can be wrung and locked 
in any desired position: The rolls are 
made of guaranteed high-grade rub- 
ber. The wringer is also furnished 
with a new design of quick lever re- 
lease. 

This outfit is equipped with a %4-hp. 
motor. The power from this motor 
is transmitted by means of a specially 
toughened round belt from a 2-in. 
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Wayne vacuum laundry 


rrooved pulley to a grooved pulley on 
the machine. 

This machine can also be furnished 
to be driven by a gasoline engine. 


“Handilite” Flashlight 


The Import Sales Company, 19 East 
Twenty-first Street, New York City, 
manufactures the “Handilite,” which 
the company states is a pencil-like 
flashlight made very thin. 

The company states that it is just 
thick enough to fit over the battery 











“Handilite”’ flashlight 


and that there are no bulges. It is 
just long- enough to hold a battery, 
lamp and reflector. The contact is 
easily made by pressing the spring 
and the rubber button prevents acci- 
dental contact at all times. 
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Johns-Manville Electric Lan- 
tern 


The H. W. Johns-Manville Company 
has recently announced a new series 
of electric lanterns, all of which are 














The new lantern of the Johns-Manville 
Company 


constructed to take the regular stand- 
ard dry battery. 

In the new “Battery Clasp” lantern 
the battery is held in a strong metal 
clasp which almost encircles it, and it 
takes, it is claimed, the weight en- 
tirely from the terminal. 

The other two numbers are both of 
the inclosed type, the only difference 
being in the fact that they are for 
one and two cells respectively. The 
containers forming the body of the 
lantern, the company states, are made 
of heavy rolled metal, strongly seamed 
and stove japanned. The lens and re- 
flector are of a powerful type and will 
send a beam of light for upward of 
100 ft. 

These new lanterns are equipped 
with a new automatic lock switch 
which is positive and self-locking in 
any position, so that it can be neither 
turned on nor off accidentally. 


Beacon “Tri-Volt” Battery 


The Beacon Electric Works of the 
National Carbon Company, 132-138 
King Street, New York City, has re- 
cently put on the market the “Tri- 
Volt” battery, which is a 6-in. bat- 
tery composed of two separate indi- 
vidual cells, yielding a current of 3 
volts. It is manufactured solely for 
purposes of illumination, but it can 
also be used for ignition where high 
amperage is not essential. This bat- 
tery is especially useful in hand lan- 
terns, designed to take the No. 6 dry 
cell, but can only be used when the 
lantern is equipped with a 2.7 or 2.9- 
volt lamp. 


THE UTILITY ELEcTRIC Mrc. Com- 
PANY, Ltp., London, Ont., has been 
incorporated with a capital stock of 
$40,000 by Robert J. Gracey and John 
Sussey, both of London; James A. 
Ross and Frank B. Durham of Well- 
andport, Ont., and others, to manu- 
facture electrical stoves, equipment, 
etc. 








SHANNON’S TOOL SALE 


How an Enterprising Philadelphia Concern Makes February 
One of the Biggest Months in the Year 
| By T. E. LEONARD 
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The entrance and windows of the J. B. Shannon Hardware Company. The little cases on the outside pillars and 
in the recesses in front of the windows give extra display space for small items and for paints. The window 
at the left is devoted to the annual tool sale. 


to the office of HARDWARE AGE from a hard- 

ware dealer in Pennsylvania asking for sug- 
gestions to relieve the dullness of business during 
January and February and the early part of March. 
It is a vital question to any hardware dealer, and 
one in which he should take an intense interest. 
Some of the suggestions which HARDWARE AGE 
gave to this dealer on the subject are as follows: 

“Most dealers are usually so busy taking inven- 
tory in January that they haven’t time to push any- 
thing special, but a liberal application of real sales 
energy will do a whole lot toward pulling February 
up to the level of the other months. 

“One of our suggestions would be that you haul 
down all the enamelware and tinware that is on the 
shelves above easy reach, and make a mental cal- 
culation of just how much of it has been moved 
out during the last year. The chances are that you 
will find that most of this is the same stock you 
had a year ago. It is easier to sell the stock which 
is within reach; that on the upper shelves is neg- 
lected in most cases. 

“Give it the best dusting it ever had—arrange 
it in your window in the best manner you can— 
and put prices on it low enough so that the people 
of your community will realize that a real money- 
making opportunity is within their grasp. You 
can clean out a lot of undesirable merchardise and 
you will get a lot of women to come into your 


ig the early part of last December a letter came 


store. If your salesmen are wide-awake a good 
many other household items will go along with 
your ‘Special Sale’ enamelware. 

“If you haven’t given a weekly special sale a 
fair trial as a business-builder, try it out in the 
early part of next year. Don’t think by this that 
we recommend indiscriminate price cutting. Buta 
special low price on some seasonable item—it may 
be a household appliance this week, and a tool ap- 
pealing to the mechanic next week on which the 
price is reduced for a certain specified time only, 
and brought back to the regular selling price the 
moment the time expires—will bring new people 
into the store and will keep your old customers 
from drifting away. 

“In connection with this special sale, it is an 
excellent plan to make combinations of various 
items that are closely allied. For instance, you 
might make up a set of a rotary ash sifter, an ash 
can and a coal hod, and make a special price on the 
whole set. Another good combination is a saw 
buck, a buck saw and an axe. The same idea can 
be carried out with tools and household articles. 
The items should be priced separately and the sav- 
ing to be effected by buying the whole set brought 
out very prominently. 

“February is one of the best times in the year 
to sell carpenters’ tools to the man who likes to 
do a little tinkering on his own hook. Arrange a 
good window display of work benches and carpen- 
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March 16, 1916 


ters’ tools, and make your appeal more to the man 
who believes that his corner of the house should 
be as well equipped with tools as his wife’s kitchen 
is with cooking utensils, and you will find that a 
month that is usually considered the dullest of the 
year can be made to produce tool sales that com- 
pare very favorably with those of the very best 
months. 

“Plan your window displays during these months 
more carefully than you plan them at any other 
time of the year. They need every particle of sell- 
ing power at this time that can be put into them. 
See that your store is thoroughly straightened out 
after the confusion that always arises from the 
holiday trade, and make it a point to keep your 
displays inside the store especially neat and at- 
tractive. Put special stress on tools and house- 
furnishings and work the special sale to the limit. 
It will bring you big results.” 


Shannon’s Tool Sale 


This letter was brought forcibly to mind just a 
short time ago. I was walking down Chestnut 
Street, Philadelphia, when several blocks ahead 
of me I saw a huge green flag waving from the 
second-story window of one of the stores. Painted 
on it in bold white letters were the words, “Shan- 
non’s Tool Sale.” Of course, I knew of the J. B. 
Shannon Hardware Company and a tool sale in 
the middle of February seemed like good stuff to 
me and I kept on going unti! I reached Shannon’s. 

One of the windows carried out the message of 
the flag. It was neatly trimmed with all kinds 
of tools arranged in groups and every group 
marked with a neat price card giving the former 
price and the special sale price. Two large plain 
show cards that could be read the entire distance 
across the street told that the February tool sale 
was in progress. 


Making It Easy to Buy 


I went inside to look into the matter further. 
Just inside the door on the left hand side of the 
aisle, and just in the rear of the tool window, was 
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the stock of tools which were on sale. There they 
were—quantities of them laid out attractively, right 
in plain sight and every article priced. The fix- 
ture on which these tools were displayed was built 
in the form of steps and the tools were shown in 
shallow tin trays very similar to those used in candy 
stores. At the back of each tray was a card holder 
which held the price card securely and prevented it 
from being soiled and broken. 

I had to wait a few minutes before I could make 
known my mission to Mr. Watson, the manager. At 
the time he was busy selling tools to a couple of cus- 
tomers. When he was at liberty I told him I wanted 
a little more information about his February tool 
sale, and in my conversation with him I learned of 
the method by which one successful concern broke 
off the shackles which bound it down to the old 
theory that February was bound to be a dull month 
anyway. , 


A Well-Known Event 


Shannon’s February tool sale is as much a part 
of the year’s business as inventory and follows it 
as naturally as spring follows winter. January is 
practically entirely consumed in taking stock and 
getting the store in order after the holiday rush, 
but by the last of the month the stock is in shape 
once more, a lot of odds and ends have come to 
light that furnish excellent material, and there is 
nothing to prevent the store force from putting its 
entire energy into a rousing February sale. 

The people of Philadelphia have learned to look 
forward to this sale. It has been an annual event 
for more than a dozen years. They have learned 
to know that the bargains that Shannon advertises 
are genuine bargains and they back up their be- 
lief with their money. The goods used in this sale 
are always taken from regular stock. They are 
bought in large quantities and the price marked 
low. enough to make the saving really worth while, 
although even then there is a good margin of profit 
left for Shannon. The sale is always advertised in 
Philadelphia’s best known newspapers. 
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The tools on sale are displayed as shown above. Every item is in sight and is plainly priced 
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About the middle of last year the plan of run- 
ning a weekly special was adopted. Usually one 
tool is selected, sometimes two, and the price sub- 
stantially reduced for one week only, beginning 
Saturday morning and ending on the following 
Saturday night. In the newspaper advertisements 
attention is always called to the fact that the date 
on which the sale ends is the last day on which 
the goods can be bought at the special price. An 
ironclad rule was made that no goods should be 
sold at special prices after the time limit had 
expired. One of the main objects of conducting a 
special sale is to get people into the store and to 
get their confidence in its integrity, and unless the 
rule is strictly adhered to it defeats its own purpose. 


A Special Feature 


The February tool sale for 1916 had one feature 
in which it differed from the foregoing annual 
sales. This year a large stock of each of the items 
that had been on sale at weekly specials was bought, 
and offered at the former special prices in connec- 
tion with a number of other items. This lent to 
the sale the force of accumulative advertising of 
the former sales, and gave those who failed to take 
advantage of the former opportunity another last 
chance. 

To call attention to this sale, in addition to the 
windows and newspaper advertisements, a four-page 
folder, in which several of the special sale ads were 
used, was sent out and attention called to it in the 
February tool-sale advertisements. Notice in one 
of these advertisements the attention getting illus- 
tration and the method in which the items are ar- 
ranged. Bargain No. 1 is a hack saw on which the 
first special sale was held. This is followed by a 
sale on a ratchet brace which is listed in this ad as 
bargain No. 2. The little panel at the bottom of 
this advertisement calling attention to the addi- 
tional cost by mail is really an important part of the 


ad. On Mr. Watson’s desk when I was talking to . 


him there was a pile of mail orders almost a foot 
high, some of them coming from as far west as 
the other side of the Missisippi River. Another 
good feature of the ad is the sentence calling at- 
tention to telephone service. 


Real Value 


You can see from this advertisement that the 
items offered are real values. “These articles are 
genuine bargains,” said Mr. Watson, “and many of 
them we shall not be able to duplicate, but we will 
give the people a chance at them while they last.” 

He picked up a ratchet brace. It was a good 
looking tool with a polished hardwood handle and 
an alligator jaw and it was finely nickel-plated. 

“That tool we usually sell at $1 and we sell a 
lot of them at that price,” he said. “During this 
sale we put the price at 69c. and because we buy 
in large quantities, we make a profit even then. 
If I told you just how many we have sold, you 
would probably doubt my statement. And this 
hack saw. It is nickel-plated and adjustable from 
8 to 12 in. We sell it complete with an 8-in. blade 
for 25c. Ordinarily we get 50c. for an outfit like 
this, but then large buying plays a part again, and 
we are determined not to offer anything in these 
sales that is not a genuine bargain. Just look at 
this little hand-vise. It has 114-in. jaws with a 
wrought-steel screw and steel guide and can be 
clamped under the table. It is one of the handiest 
little tools that was ever made and 50c. is not 
considered a high price for it. During this special 
sale we sell it for 25c. and there is more than the 
average amount of profit even then. Our first order 


Hardware Age 


of these was for 500, but the last time we were 
compelled to order 1,000 of them.” 

Does the Shannon Hardware Company believe in 
the February tool sale? Five minutes’ conversation 
on the subject with the manager would convince 
you that a February tool sale is one of the best 
remedies for the sluggishness that seems to over- 
take business about that time of the year. 

February has no terrors for Shannon’s. It is 
one of the best months of the year if December, 
which is, of course, the heaviest month by far, is 
excepted. The sales for February even go ahead 
of some of the other months which are usually 
counted as good business periods. 

The weekly special and the February tool sale 
bring big business for Shannon’s. The weekly spe- 
cial sale can be put to work at any time, but you 
will probably have to wait until next year before 
you can apply Shannon’s methods to your Febru- 
ary business, but don’t pigeonhole this information 
and forget about it. Keep it where it will come to 
your attention the early part of next year, and as 
soon as inventory is over, give your business a 
dose of the February-tool-sale remedy. It’s a won- 
derful tonic. 


Hardware Age Congratulated for 
Foreign Trade Methods 


PALERMO, ITALY. 
To the Editor: 

We are very much obliged to HARDWARE AGE for 
publishing a few months ago our letter advising 
American manufacturers of our being in the mar- 
ket for hardware of all kinds. We have received 
plenty of catalogs and offers and business is being 
negotiated. We highly appreciated the good results 
which we obtained and wish to express to HARD- 
WARE AGE our congratulations for its excellent 
methods in promoting American trade. 

There is now an important question to submit 
to your attention. 

A corporation in Palermo is contemplating to 
establish here a factory for the extraction of the 
tannin from sumac, and needs the machines, which 
machines cannot be obtained in Europe. American 
manufacturers turning out machinery for extract- 
ing tannin from sumac should send to our address 
catalogs and prices f.o.b. New York, quote also the 
approximate rate for freight to Italian ports, and 
give any other details and information which may 
be useful to us. 

We trust that HARDWARE AGE will co-operate 
with us in this enterprise, and we beg to give our 
best thanks in advance. 

Always at your disposal should you need our 
services, we beg to remain, 


Very respectfully yours, 
G. PATERNITI & F.LLI. 


THE CONRON-MCNEAL COMPANY, Kokomo, Ind., has 
increased its capital stock to $100,000. The company 
is now in its new factory building, with a floor space of 
30,000 ft., where it will have the capacity of 2000 pairs 
of skates per day. Ladies and girls’ styles of skates 
have been added to the line. The officers and directors 
of the company are T. W. Conron, president; A. G. 
Seiberling, vice-president; F. S. McNeal, secretary, and 
J. P. Grace, treasurer. The directors are F. S. McNeal, 
T. W. Conron, A. V. Conradt, J. P. Grace and A. G. 
Seiberling. 


J. Bewttz, 9 Salisbury Street, Belfast, Ireland, re- 
quests catalogs and price lists of wholesale hardware 
firms selling to the retail trade. 











An Elaborate System 
¢¢\70OU’RE managing to wake up earlier these morn- 
ings.” 

“Yes. I’ve just bought a parrot.” 

“Instead of an alarm clock?” 

“I already had an alarm clock, but I got so I didn’t 
pay any attention to it. Now I hang the parrot’s cage 
in my room and put the alarm clock under it. When 
the alarm goes off it startles the parrot, and what that 
bird says would wake anybody up.”—Washington Star. 


Foolish Question 


ILLIE GARVIN came home one day in a regret- 
table state of disorder and with a somewhat 
bruised face. 

“Oh, Willie!” exclaimed his mother, shocked and 
grieved. “How often have I told you not to play with 
those naughty boys?” 

“Mamma,” said William in utter disgust, “do I look 
like I had been playing with anybody?”—Exzchange. 


Boldness Admired 


¢¢7T FORGOT myself and spoke angrily to my wife,” 
remarked Mr. Meekton. 

“Did she resent it?” 

“For a moment. But Henrietta is a fair-minded 
woman. After she thought it over she shook hands 
with me and congratulated me on my bravery.”—Wash- 
ington Star. 


Usual Length 


wr. yd asked the first messenger boy, “got any 
novels ter swap?” ! 
“I got ‘Snake-foot Dan’s Revenge,’ ” replied the other. 
“Is it a long story?” 
“Naw! Ye kin finish it easy in two messages.”— 
Philadelphia Press. 


Another Adage Smashed 


¢¢7 NEVER put off till to-morrow what I can do 
to-day,” remarked the self-complacent man. 
“I tried that plan,” rejoined the willing worker. “I 
got to crowding myself till I had to put in nights doing 
over what I had done badly the day before.”—Washing- 
ton Star. 


Circumstantial 


OLDIER’S WIFE (alluding to black eye, a present 
from the lodger when asked for the rent)—It 
ain’t my good looks I cares abaht, but see the awk’ard 
position it puts me in. No one’ll believe as my ’usband 
ain’t back from the front.—London Bystander. 


Might End It 
¢¢7T\0 you think that women ought to govern?” 
“Oh, yes,” replied Miss Cayenne. “But I don’t 
know whether it would always be wise to call public 
attention to the fact that they are doing so.”—Wash- 
ington Star. 


Suitable 


¢¢]— WANT to sweep the cobwebs from my brain.” 
“Why not .use a vacuum cleaner?”—Baltimore 
American. 
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The Right Kind of Family Tree 


é6 OV yez anny ancistors, Mrs. Kelley?” asked Mrs. 
O’Brien. 

“And phwat’s ancistors?” , 

“People ye sphring from.” 

“Mrs. O’Brien, listen to me,” said Mrs. Kelley im- 
pressively. “Oi came from th’ rale sthock of Dona- 
ghans that sphring from nobody—they spring at them.” 
—E xchange. 


Out of Sight 


éé gape said the landlord to the tenant who was two 
months shy with his rent, “when am I going to 
see the color of your money?” 

“Can’t say,” replied the party of the second part. 
“The color just now is an invisible green.”—IJndian- 
apolis Star. 

Politic 
OMMY (dictating letter to be sent to his wife)— 
“The nurses here are a very plain lot—” 

Nurse—Oh, come! I say! That’s not very polite 

to us. 


Tommy—Never mind, nurse, put it down. 
her !—Punch. 


It’ll please 


Domestic Bliss 


RS. NEIGHBORS—Do. you and your husband live 
happily together? 
Mrs. Enpeck—Sure. I’d just like to see my husband 
try not to live happily with me.—Indianapolis Star. 


Proving Him Wrong 


¢<¢TYROM your bumps I should say you are a very 
quarrelsome fellow.” 
“Well, you’re a liar, see?—and if you say it again 
I’ll smash yer jaw.”—Shark’s Winter Annual. 


Logical 


¢¢TT seems foolish to mortgage a home to buy an 
automobile.” 
“Yes, but if you’ve got an automobile you don’t need 
a home.”—Florida Times-Union. 


F Congress fears war so much, it might prepare for 
it—Wall Street Journal. 


ET us be content to work 
And do the thing we can, 
And not presume to fret because ’tis little. 
It requires seven men, they say, 
To make a perfect pin. 
He who makes the head consents 
To miss the point. 
He who makes the point 
Agrees to leave the head. 
And if a man should say, 
“IT want a pin and must 
Make it straightway head and point,” 
His wisdom is not worth 
The pin he wants. 
—Elizabeth Barret Browning. 
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Spring Clean-Up a Poor Adver- 


tisement 


HE storm signals are out. Warnings 

are duly posted and the public is fully 

aware that the annual clean-up cam- 
paign is in the offing. These annua! torna- 
does of temporary cleanliness remind us 
strongly of the barefoot boy who has to be 
routed out of bed at night to wash his feet. 
The boy is at that age when he is getting 
stone bruises and molding character at the 
same time, and his youth, as well as the fact 
that he is a pocket edition of what most men 
have been, furnishes an excellent reason 
rather than an excuse for his actions. If 
that youngster sleeps through the night in 
his foot filth, however, the blame can be 
placed squarely on the shoulders of those 
who are coaching him to manhood. 

Towns and kids are much alike. Cities 
and villages are supposed to be made up of 
mature people who can think logically and 
act sensibly, but when we fall back on the 
words “supposed to be” we limp on a crutch 
that bears weight only when we desire to be 
sarcastic. A town is no cleaner morally 
than it is physically. If a town has a run- 
ning sore, a morally diseased section, a part 
of which the clean people are ashamed, 
that part is invariably the physically dirty 
section. 

If this condition does not exist, it is in- 
variably true that the authorities have by 
force insisted on a clean physical exterior as 
a visible makeshift atonement for a rotten 
core. 

A clean-up campaign is like a religious re- 
vival. It is an acknowledgment of need, an 
admitting of a wrong, a confession of filth 
and an advertisement of local dirty linen. 
Our opinion of an individual who let his body 
accumulate dirt to such a degree that he had 
to be advertised into a bath is one we should 
also apply to a town. When the local news- 
paper informs us that the streets have never 
been dirtier, that the ash heaps and tomato 
cans are an eyesore, that the empty bottles 
and discarded clothing strewn about the town 
are a discredit to us, we should awake to the 
fact that carelessness and cussedness are in- 
deed akin. In righteous indignation we 
launch the clean-up campaign and like the 
new broom we sweep clean; but this spas- 
modic civic virtue will never accomplish 
much of permanent benefit. 

The spring clean-up campaign is just an 
admission that we are as dirty as we dare 
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to be, and if the good Lord sends us frequent 
winter snow storms to cover our filth we ac- 
cept the opportunity to pile up greater stores 
of those materials from which disease and 
degeneracy are so easily manufactured. 

Most of us don’t want to be judged by 
what the spring thaw uncovers. Shame is 
the blood mother of the spring clean-up cam- 
paign, and clean people living among neigh- 
bors whose ideas of hygiene are spasmodic 
thank kind Providence that pride is not 
puncture proof, and that occasional blow- 
outs bring out the rusty rake and ring up 
the garbage man, and that overworked mer- 
chant who each spring feverishly deals in 
commodities collectively classified as junk. 

We should be very thankful that the cus- 
tom of civilization has made common the big 
front yard, and the little back yard, and that 
“keeping up an appearance” in residential 
districts localizes in a small back yard space 
most of the undesirable refuse. 

In the merchandising districts the order 
of things is reversed, however. The store’s 
front yard is limited to the sidewalk, and it 
is indeed a slack merchant who does not keep 
his walk clean and his windows washed. 
The store’s back yard, however, is often 
large, and with the space and concealment, 
temptations to let things slide multiply. 
From a purely commercial standpoint a 
slovenly back yard costs a store enormously 
in insurance rates, in delivery difficulties, in 
accidents and in what is tracked into the 
store through the back doors. Its disorder 
is contagious, and is often reflected in the 
back room, if not in the salesroom. 

But the merchant owes his town more than 
a good account at the local bank. Empty 
lots are the periscopes through which the 
home folks and visitors peek at the back 
yards of tradesmen, and slovenly stores are 
indeed poor advertisements for a progressive 
town. 

Visit your local real estate man and ask 
him about the letters he is forced to write to 
tenants in both the business and residential 
districts of the town. His files are jammed 
with forceful suggestions to those undesira- 
ble citizens who have to be forced to come 
nearer the recognized standards of cleanli- 
ness. 

This editorial may sound like a tirade 
against the clean-up campaign. It is not. 
Clean-up campaigns are always started by 
men or women who are trying to bring 
others to higher standards. The object of 
this article is to do away with conditions 
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which make a clean-up campaign necessary. 

Streets may be cleaned a dozen times a 
day, and they will still be dirty so long as 
rubbish is thrown about them at will. Re- 
ports to the police on this subject are not un- 
like locking the garage after the car has been 
stolen. The eyes of the police cannot be 
everywhere. An arrest is just an admission 
that we have permitted a weed to mature. 
The day may come when our school children 
will be given weekly or even daily lessons on 
community cleanliness rather than an an- 
nual invitation to the spring clean-up rally. 
A clean town twelve months in the year is a 
better advertisement than columns of news- 
paper space devoted to enumerating the num- 
ber of loads of rubbish, the hundreds of 
empty bottles, and the quantity of old iron 
gathered in the one day. 


Selling Goods 


T is only within the past quarter of a 
century that salesmanship has _ been 
recognized as both an art and a science. 

Prior to that time it was looked upon as a 
catch-as-catch-can affair that most anybody 
could get away with if he would only try. 
Nowadays it is clearly seen to be one of the 
most difficult things in the world to do well. 
It requires not only the art of pleasing anda 
knowledge likewise of the thing you are try- 
ing to sell, but of human nature as well, and 
in fact a general faculty of putting things 
over. If a customer goes into your store 
and, without any special compulsion, pur- 
chases something he wants, he has simply 
bought. But if he comes in not wanting any- 
thing or just one thing and goes out having 
bought several things, then you. have sold 
him something. And there is a world of dif- 
ference between the two. No dealer in his 
right mind ever bought any cutlery when he 
already had more than he needed. But some 
good salesman comes along and sells him 
some more just the same. 

Now selling goods is the big and important 
end of every business whether it be the steel 
trust or just a peanut stand. There is an 
old fool saying that goods well bought are 
half sold, but you can be the best buyer in 
the world and still manage to keep most of 
your goods on your shelves. The trouble 
with so many hardware dealers is that they 
buy new and attractive goods and then put 
them in stock and expect them to sell them- 
selves, which of course they never do. 

Now there is no known rule or formula for 
making a man a successful salesman. The 
best salesmen are born, not made. But nev- 
ertheless a man with ordinary common 
sense, some tact and good nature, and a fair 
knowledge of human nature can usually offer 
a pretty fair imitation of selling goods. You 
cannot learn it in a correspondence school 
despite much psychological bunk to the con- 
trary. But you can imbibe some pointers 


that will help you along considerably. Every 
prospective buyer likes courtesy and atten- 
tion, likes you to remember his name, likes 
to have his family or his business inquired 
after in a friendly, solicitous manner, even 
though he knows perfectly well that you are 
doing all these things with malice afore- 
thought. For they flatter his vanity and 
give him increased standing in his own eyes. 
Moreover, every man instinctively likes to 
encounter good nature and a pleasant per- 
sonality. For, after all, whatever may be the 
theories to the contrary, it is personality that 
counts in selling goods more than any one 
factor or probably more than all other fac- 
tors combined. This is especially true of 
women who do most of the shopping these 
days, and who are pretty sure to trade with 
people whom they like and at stores where 
they receive courteous treatment. They have 
to be handled with gloves, however, for they 
are rather touchy and sensitive, and in 
homely phrase are apt to fly the coop. By 
the same token, it never pays to get into a 
controversy with a customer unless there is 
some deep principle involved. One of the 
most successful retail merchants in all the 
world had for his motto that the customer 
is always right. Controversies and argu- 
ments never settle anything and are sure to 
breed feeling. It is better to be imposed 
upon sometimes than to get into disputes. 

Confidence is another element of selling 
goods that wears well. When customers not 
only like you for your cordial, cheerful man- 
ner, but also trust you because of the square 
treatment that they always receive at your 
hands, then you have an asset that can be 
reckoned in dollars and cents when your bal- 
ance is struck at the end of the year. 

You must cement all these qualities by 
good, prompt service, for contrary to the 
genera! opinion, courteous treatment, square 
dealing and good service count for more in 
selling goods than low prices. You can easily 
satisfy yourself on this score by noting that 
the permanently successful merchants in 
every line of commercial life have been those 
who based their dealings on quality and serv- 
ice rather than on price. It is a good scheme, 
however, to keep your customers posted as to 
the prices of your goods by means of cir- 
culars, personal letters, and advertisements. 
One reason why the catalog houses are suc- 
cessful is because every one who wants to 
buy from them knows just what the goods 
cost when he orders. It also pays to have 
the latest and newest things in every line and 
to tell your customers about them and what 
they are being sold for. Also to have bar- 
gains at regular intervals to attract trade, 
especially the woman shopper. 

In fact, in every way, by up-to-date meth- 
ods, and especially by your own personal 
initiative to gain the good will and confi- 
dence of your trade by constantly proclaim- 
ing your wares in the market place. 
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MOVING DEAD STOCK ON 
“DOLLAR DAY” 


A Successful After-Inventory Sale 











Monday - 
20 Clock jam 








Window display trimmed for the big “Dollar Day” sale held by W. J. Pettee & Co. 


66 OLLAR DAYS” have become almost com- 
D mon occurrences. Newspapers have been 
the means of starting most of these move- 
ments, and in spite of the fact that the greater part 
was inaugurated as a means of securing advertis- 
ing, there is no doubt but that the sales have 
brought about very good results for many of the 
merchants who have participated. In many towns 
the “Dollar Day” has become an annual event that is 
eagerly looked for. 


W. J. Pettee & Co., Oklahoma City, Okla., are 
large enough to get their share of any such propo- 
sition. They are known as one of the most pro- 
gressive hardware stores of the Southwest. 


It was decided that an individual “Dollar Day” 
was a good means of cleaning out a lot of undesir- 
able merchandise unearthed during inventory time. 
During this period each department manager was 
given instructions to pick out the slow sellers from 
his stock which he would be glad to sell for $1. 
This meant that any article that had become shop- 
worn was to be put on sale for $1, regardless of the 
former cost or selling price. 

When inventory was completed, the sale mer- 
chandise was picked out from the stock and prepara- 
tions were made for a big “Dollar Day” sale. 


The window in which these goods were displayed 
was 22 ft. long and 8 ft. deep. This window was 
filled with the most desirable articles of the sale 
stock, and as much merchandise as possible was 
used in the display to give the idea that the assort- 
ment of articles for $1 was immense. The window 
was arranged on Friday. The show cards called 
attention to the fact that no goods would be sold 
before 9 o’clock on Monday morning. 
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The sale articles were displayed on the show cases 
on one side of the store, and when the store was 
opened at 7 o’clock on Monday morning it was neces- 
sary to rope off that side of the store to keep back 
the crowd. So that the customers would know the 
sale was a genuine one, and that the articles on 
display were not merely imaginary bargains, all 
the goods were taken out of the window and placed 
on the show cases and counters just before sale 
time. At 9 o’clock a bell was rung, the rope cut and 
the rush began. 

Extra girls from the office were stationed every 
few feet to make change and no goods were wrapped 
at the sales counter. Six boys in the rear of the 
store wrapped the parcels. This relieved the con- 
gestion and allowed the sales clerks to handle a 
great many more customers than they could have 
possibly done had they been obliged to wrap parcels. 
Two special policemen were on hand to keep order 
in the crowd. 

W. J. Pettee & Co. believe that to make a success 
of a sale of this kind customers must be given real 
bargains. The result was that in this sale there 
were many articles that cost from $2 up to $8 or 
$10, but which had been in stock a long time. Sell- 
ing them for $1 brought in ready cash that could not 
be realized on them in any other way, and it was 
very good advertising. 

The first hour of the sale $678 was taken in. 
Most of the stock went at this time, but people were 
buying all day long, and by the end of the day the 
sales on the items marked $1 amounted to $834. 
The people of Oklahoma City got some big values 
that day, and W. J. Pettee & Co. realized $834 in 
cash on articles that had ceased to be valuable as 
live sellers. 
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On the face of it, selling goods for $1 that cost 
anywhere from $1 to $10 seems hardly like a profit- 
able transaction. When we realize how many arti- 
cles there are in our stocks that have been on hand 
so long that they cannot be sold at even a fraction 
of the original price in the regular way, then the 
sale looks more profitable. 

The advertising value of such a sale cannot be 
overlooked. But, also, beside the big opportunity to 
rid the store of a lot of “stickers,” it will bring in 
cash for them and at the same time, if the sale is 
carried out in the manner in which it should be, it 
will give the store an immense amount of valuable 
advertising. There is probably no other method of 
publicity that is so productive of results as value- 
giving. 

The advertising necessary for such a sale is very 
small. Pettee’s gave two days of window publicity 
before the event. On Sunday a newspaper adver- 
tisement was run giving the variety of articles on 
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sale, and another on the morning of the sale. The 
dollar sign was prominent on all the window cards. 
Other large cards were used in the store on Friday 
and Saturday, worded: “Dollar Sale Monday. See 
Window To-day.” 

The reasons for the success of the sale were that 
the values were genuine and the sale was carefully 
planned to bring a crowd. The larger the number 
of people the easier it is to sell. The buying fever 
is one that is very contagious in a crowd. But it 
takes genuine values and careful preparation to get 
this crowd to come to the store. 

Pettee’s “Dollar Day” boosted business in Feb- 
ruary. Though February is recognized as one of 
the dullest months in the year—it isn’t so dull as 
it used to be because of special sales getting in their 
good work for a lot of merchants—there are other 
dull months coming, and a “Dollar Day” is one 
means of dispelling their gloom. 











Important Items in 
EXPORTS 
Calendar Years—— 
Article. 1915. 1914. 
Agri. Implem. & parts. $13,555,473 $21,649,523 
SE «<<. wigan’ ok on Oe 94,827,171 17,461,687 
Other animals ........ 26,814,060 2,957,570 
Brass & manufactures. 54,813,315 6,766,911 
Wheat & wheat flour. 378,658,326 249,575,603 
Other breadstuffs ..... 149,224,063 60,705,270 
Aeroplanes and parts. 5,418,596 399,496 
Automobiles and parts 111,180,139 34,171,568 
‘Railway cars ........ 11,883,146 5,507,606 
Chem., drugs, dyes, &c. 80,395,321 28,395,321 
SP Géntennans hacia ae 61,246,579 54,315,975 
Copper & manufactures 125,136,289 117,188,350 
Cente, DO ace cecess 417,013,008 343,904,905 
Cotton manufactures.. 95,827,024 50,092,993 
Electrical machinery. . 24,308,510 19,963,115 
oo ee 181,778,033 10,037,587 
Fertilizer@ ..ccccsccse 4,387,985 8,082,879 
ET rarer ae 16,390,356 10,528,528 
TOG cvceeneveevcasstes 18,196,137 — 11,222,990 
Fruits and nuts...... —- 37,746,584 29,535,503 
Furs and skins....... 4,728,499 11,517,712 
Glass and glasswaré.. 9,059,223 3,536,711 
. Rubber manufactures. 24,416,123 12,183,083 
Iron & steel & mfs.... 388,703,720 199,861,684 
Leather and _ tanned 
. skins‘ and. mfs...... 156,116,416 67,857,259 
Meat products ....... 259,039,556 137,737,493 
Dairy products ..... 20,620,706 3,736,748 
Mineral oils ....+-e.. 142,972,322 139,900,587 
Naval stores ..... —— 11,728,014 13,798,033 
Vegetable oils ........ 90,135,528 16,896,710 
Paper & manufactures 22,242,122 20,113,942 
Paraffin & par. wax.. 12,532,520 6,434,831 
Sugar, refined ....... 42,749,019 18,233,455 
Tobacco, unmanf’ed... 52,476,665 43,908,364 
Wood & manufactures 55,269,275 74,965,170 
Wool manufactures... 42,595,210 12,479,542 
Zinc, except ore & dross 33,504,908 8,751,576 
CL errr errs 329,790,431 239,247,779 
Total exports ......$3,547,480,372 $2,113,624,059 


Our Record Trade 
IMPORTS 
——Calendar Years——— 
Article. 1915. 1914. 
Animals .....e.. saws $22,272,865 $26,454,760 
AUG WOR cictiwasssi 16,496,822 22,109,958 
ES i icdcaetea 22,175,918 30,578,717 
Chem., drugs, dyes, &c. 83,060,841 81,659,220 
Cocoa, crude .....00.. 31,318,876 19,122,852 
Ge i dices aces dee 113,797,866 104,794,319 
Copper in ore, &c.... 13,929,883 12,172,138 
Copper manufactures.. 30,654,909 27,974,533 
Ces SOc csbccias; 25;879,617 23,074,323 
Cotton manufactures. . 42,172,291 60,312,913 
Earthenware, &c...... 6,737,528 9,552,529 
Pe “ ccvineannee 8,882,264 21,887,443 
Fibres, unmanufactured 44,819,283 49,122,493 
Fibres, manufactures. . 50,455,895 74,473,836 . 
a ka be nie sora ei oe 16,862,039 19,081,951 
Fruits and nuts ...... 40,427,023 49,772,047 
Furs, undressed ..... 11,713,615 7,526,495 
Hats, bonnets, &c..... 9,944,111 10,818,448 
Hides and skins...... 127,388,567 112,319,501 
Rubber, unmanufact’d. 115,457,051 74,693,332 
Iron & steel & mfs..: 20,380,093 28,642,862 
Leather and tanned 
skins and mfs...... 16,287,765 25,226,271 
Meat & dairy products 29,278,878 51,629,258 
Ge kn tindaedeee daub 35,527 267 40,090,493 
Paper & manvfactures 24,465,694 27,604,771 
Precious stones, &c... 26,521,339 19,764,987 
NN iia Joc vateuts 27,561,774 21,522,975 
ee SR oc acaceneans 94,758,924 92,571,818 
Silk, manufactures ...- 25,139,843 29,960,140 
Spirits, wines, & liquors 12,187,774 16,619,375 
Ec cecddedsiseecni 179,247,680 127,218,384 
Wk: cesceana sehoavann 19,583,167 17,775,979 
eee ere ee aeee 38,736,909 32,861,188 
Tee i cncecicaes 9,908,000 11,961,563 
Wood & manufactures 59,801,413 63,174,612 
Wool, &c., unmanuf’d. 95,042,616 58,305,332 
Wool manufactures... 17,325,394 44,100,599 
BED: Sie to ehanice 203,394,901 242,743,586 
Total imports .....$1,778,596,695 -$1,789,276,001 














European belligerents—Imports better balanced—The Annalist 


War-distorted trade—Remarkable changes in the character and volume of our exports in 1915 due to demand from 
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Big Freight Tieup Menaces 
Business 


~— of the most serious economic problems 
that has ever arisen in this country has 
developed in the present freight congestion.. Prac- 
tically every class of business is feeling the effects 
of the situation more acutely each day.” 

This statement was made by a prominent manu- 
facturer. His business, extending from coast to 
coast, is almost at a standstill, he said, because he 
not only is unable to give definite promises of de- 
livery, but also cannot obtain raw materials. 

“Some of the railroads, particularly the roads 
handling transcontinental shipments, ascribe the 
congested condition of their lines to the closing of 
the Panama Canal,” said The American’s in- 
formant. 

“This may be partly responsible. But there are 
other causes, for which the railroads are themselves 


.to blame. Some of the roads undoubtedly have 


adopted high-handed methods in dealing with the 
situation. 

‘Many small towns are isolated—wiped off the 
map, so to speak—because the railroads either re- 
fuse or are unable to handle the freight offered by 
their manufacturers. This is noticeable even in 
towns reached by as many as five and six roads.” 

One of the most striking indications of the way 
Eastern roads are tied up is in the inauguration 
of a motor truck service between New York and 
Philadelphia. This service began operation Feb. 1. 
It started with three trucks. There are ten in serv- 
ice now. More are being added daily. 

Hundreds of trucks are also plying day and night 
between Manhattan and outlying cities and villages 
in Long Island, New Jersey and Connecticut.—The 
American. 


Asquith Heeds Foes of Tariff 


Editor “The Economist, London. 
By Special Cable to The New York Tribune 


ONDON, March 10.—Premier Asquith’s tone 

yesterday in replying to questions concerning 

the failure of the tariffs was more friendly and less 

protectionist than was expected. He expressed a 
hope for peace in the “not very remote future.” 

Lord Robert Cecil’s published conversation in 
The Spanish Journalist about our restrictions on 
fruit and onions shows the value of the British cus- 
tom and the risk of a differential treatment. The 
friendship of Spain is as important to France as 
that of Sweden is to Russia. Fortunately Lord 
Cecil realizes this. 

Mr. Asquith admitted the danger of adopting 
shortsighted measures under the influence of war 
passion. This danger in a small way is suggested 
by the Stock Exchange movement here to eject mem- 
bers of German or Austrian birth. They forget 
that some of our greatest imperialists, like Lord 
Milner, were born and bred in Germany. They also 
forget that the London Stock Exchange, like Lon- 
don City, is an international institution, a world 
mart, which may have serious competition with 
New York after the war. : 


The sensational Hertfordshire by-election indi- 
cates the truth of the old saying that England 
doesn’t love coalitions, which always suggest ad- 
hesiveness to office rather than to principles. The 
Independent candidate was defeated in both 
caucuses. 

The bank’s position is satisfactory, the stock 
markets steady. Sentiment is more comfortable 
about Verdun and the general strength of the Allied 
line. 

I notice the feeling in the financial district for 
dollar credit is growing in importance, and London 
may have to fight in the future for some of her old 
customs. 


Text of Resolution for Tax on 


Gasoline Exports 


eee ae is the text of Representative Fred 

A. Britten’s resolution, introduced in the 
House to-day, providing for an export tax on gaso- 
line: 

“Whereas, There were exported from the United 
States during the calendar year 1915 282,331,474 
gallons of gasoline, naphtha and lighter products of 
distillation, valued at $33,925,589 (an average of 
12 cents a gallon); and 

“Whereas, This tremendous production and ex- 
portation cannot long continue without materially 
affecting the national resources of a production the 
necessity of which finds its way to the manufac- 
turer, the farmer and to every walk of life; and 

“Whereas, the conservation of the available sup- 
ply of oil products is as necessary to the average 
citizen as are other governmental endeavors in this 
direction; and 

“Whereas, An inquiry by the Government should 
firmly establish a monopoly in corporate control of 
the gasoline and oil products, in which direction the 
truth is highly necessary; and 

“Whereas, Great battleships burning only oil for 
fuel are now being constructed by the United States 
navy; therefore, 

“BE IT ENACTED in the Senate and House of 
Representatives of the United States of America, in 
the Congress assembled. 

“That upon each and every gallon of gasoline 
exported from the United States shall be levied and 
collected a duty of 50 cents. 

“The Commissioner of Internal Revenue, with 
the approval of the Secretary of the Treasury, is 
hereby empowered to make all necessary regula- 
tions to make effective the provisions of this act, 
and this act shall be in effect from and after its 
enactment.”—By International News Service to 
The American. 


Americans in New Finland Ship 
Company 


ERNE.—A new Finland-American shipping 
company, with capital of $1,250,000, has been 
promoted at Helsingfors, says the Frankfurter 
Zeitung. 
Prominent American capitalists are said to be 
interested in the enterprise —The American. 


80 








March 16, 1916 


Food Prices Are 3 Per Cent Higher 
This Year 


ASHINGTON.—Most of the seventeen leading 
food articles in the United States «re slightly 
cheaper than a year ago, according to figures pub- 
lished by the Department of Labor. Sharp rises in 
the price of a few foods, notably in flour, sugar and 
potatoes, however, have made the general average 
of prices about 3 per cent higher. 

Meat prices fell from 1 to 4 per cent during 1915. 
Ham, the only exception, rose slightly. 

Prices of potatoes increased 25 per cent, and 
sugar rose 12 per cent. Cheese and eggs rose, as 
did beans and onions. Fowl and butter remained 
stationary. 

The general average of food prices for 1915 was 
about 1 per cent below 1914. Only three foods were 
excepted. Flour was 20 per cent higher at one 
time; sugar, 11 per cent and meal 3 per cent. Flour 
prices dropped, however, late in the year to below 
the 1914 average.—The American. 


War Halts Automobile Trade in 
Sweden 


¢sTNHE automobile business of Sweden has been 

brought to a standstill by the war. Owners 
of cars are forced to stuff their old tires with rags. 
It is practically impossible to get rubber for any 
purpose.” 

Willy Schroeder of Stockholm, who arrived here 
on the Scandinavian-American liner Hellig Olav, so 
declares. 

He said he was here to purchase rubber tires in 
an endeavor to revive the automobile business of his 
country. 

“I expect to experience a lot of trouble,” he said. 
“It will be necessary to see the Swedish Minister in 
Washington and get him to take the matter up with 
the British Ambassador there. I hope to get per- 
mission to ship the rubber to Sweden after giving 
assurances. 

“There are hundreds of cars in Sweden com- 
pleted, but cannot be sold because it is impossible 
to obtain tires for them.” 


Ship Embargo on Low-Class 
Commodities 


S° great is the quantity of merchandise on New 
York piers that steamship lines which main- 
tain a service to the west coast of South America 
have declared an absolute embargo on all goods of 
the third, fourth and fifth classes. 

In other words, they are refusing to carry lower- 
priced commodities until they have disposed of the 
freight now on hand. 

Freight rates are now at a record level. In De- 
cember last shipping men thought the top prices 
had been reached, but since then a number of reg- 
ular steamship lines have increased their rates 25 
per cent, and in some cases a further increase of 
10 per cent. 

Searcely any steamers are available for charter 
now. Either they are under long-term charters, 
made last fall, or else they are working for the 
Admiralty. The prices on time charters are stag- 
gering. 

In normal times, steamship brokers got 75 cents 
per ton dead weight a month for a steamer. Last 
week the shipping men were paying $10 per ton a 
month.—The American. 
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New Minimum R. R. Weights 


Approved 


ASHINGTON.—Proposals of Western rail- 

roads to increase from 30,000 to 40,000 Ib. 

the minimum carload weight of grain products and 

from 40,000 to 50,000 the minimum weight on wheat 

and rye was approved as justified by the Interstate 
Commerce Commission. 

The commission in the same case—a part of the 
so-called Western advance rate case—found justified 
increased rates on bituminous coal from Illinois 
mines and other points to points west of the 
Mississippi River. 

Proposed increases on broom corn from Kansas 
and Oklahoma points, points in Colorado and New 
Mexico, were found not justified. 

Increases on wheat and corn between points in 
Arkansas on the St. Louis & San Francisco Railway 
to Memphis, Tenn., were found justified. 

The commission made no estimate of the effect 
the decision will have on revenue.—The American. 


Munitions Keep Dyes Down‘ 
X-CONGRESSMAN HERMAN A METZ told 
the members of the Paints, Oils and Varnish 
Club at their dinner at the Hotel Astor, New York, 
recently that one of the chief reasons for the pres- 
ent shortage of dyes was that a large part of the 
materials which should be used for dyes was going 
into ammunition. Mr. Metz said that a certain per- 
centage of the materials should be reserved for 
dyes. 

“We are setting aside practically nothing from 
the dye materials,” he said. “We are putting a 
great deal of the chemicals into munitions which 
are being shipped to England. England in turn, 
instead of shipping us some of her materials, is 
sending them to Sweden to be made into dyes. 
Another trouble is that we are much too wasteful. 
We have not developed the manufacture of by- 
products as Germany has. We are throwing away 
large quantities of good materials.”"—New York 
Times. 


Ship Dearth Hits U.’ S.-China 
Trade 


ASHINGTON, March 7.—Heavy demand for 

Pacific Ocean bottoms for East Indian pro- 

ducts and scarcity of vessels in the Oriental trade 

has brought stagnation to certain South China in- 

dustries. that depend on export business to the 

United States, so consular reports from Hong Kong 
said. 

Virtually no ordinary Chinese merchandise is 
going forward to America. 

The general freight situation in all Eastern ports 
is serious, it is asserted. Every warehouse in Hong 
Kong is jammed with goods awaiting shipment to 
the United States. 

Freight rates have been increased four times 
within a month, and only goods in greatest demand 
are being moved.—The American. 


OULDN’T a pugilist be considered demented who 
suggested changing the rules of the ring during 
a fight?—New York Sun. 
But members of Congress are not pugilists. Their 
activity is verbal.—E xchange. 
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Death Knell of the Trading Stamp Sounded 
By W. L. CROUNSE 


WASHINGTON, D. C., March 13, 1916. 
HE United States Supreme Court, the great- 
T est legal tribunal in the world, has sounded 
the death knell of the trading stamp. 

In an unanimous opinion it holds to be perfectly 
constitutional and valid the Anti-Trading Stamp 
statutes of Washington and Florida, thereby blaz- 
ing a broad path for the retail merchants of the 
country in their campaign to exterminate this 
vicious commercial parasite. Laws of other states, 
heretofore discredited by the inferior courts, will 
be revived and those now upheld will serve as models 
for the legislatures of other commonwealths to 
enact effective statutes under the spur of an en- 
lightened and thoroughly aroused public sentiment. 
Merchants who believe in legitimate methods must 
do the missionary work. 

In contesting before the Supreme Court the valid- 
ity of the laws of Washington and Florida, which 
imposed prohibitory taxes on the use of coupons, 
trading stamps, etc., the attorneys for the gift en- 
terprise concerns contended, first, that it is none 
of the State’s business whether its merchants and 
citizen consumers are injured by the use of these 
seductive devices or not, the police power not being 
available for their protection; second, a taxing law 
that does not produce revenue is unconstitutional; 
and third, the State cannot arbitrarily select the 
trading stamp companies as the objects of a special 
tax. — 


Gift Enterprise Sophistries Swept Aside 


With characteristic vigor the highest court in 
the land demolishes this house of cards and with 
sledge-hammer blows scatters it to the four winds. 

Here, in a nutshell, is the court’s unanimous ver- 
dict: 

“1. The statutes do not constitute unjustifiable 
discrimination between a business where coupons 
are used and a business where they are not used. 

“2. The transactions prohibited by the statutes 
are not in interstate commerce and hence do not 
come within the jurisdiction of the Federal Govern- 
ment rather than that of the State. 

“3. The statutes are not repugnant to that clause 
of the constitution which prohibits enactments vio- 
lative of contracts. 

“4. The statutes do not offend the ‘due process’ 
clause of the Fourteenth Amendment of ‘the Con- 
stitution by interfering with the business liberty 
of merchants using trading stamps. 

“5. The statutes represent a proper exercise of 
the police power of the State not only to protect 
its citizens but also to promote the public welfare. 

“6. The statutes are not invalidated by the fact 
that the license tax which is imposed may be pro- 
hibitory. 

“7. The statutes are not unconstitutional because 
they intimidate against a contest of their legality 
by the severity of their penalties.” 

With the Washington and Florida laws thus but- 
tressed at every angle there will be a prompt over- 
hauling of the statute books of the twenty-three 
states which, in addition to the District of Columbia 
and the Territory of Hawaii, have enacted anti- 
trading stamp laws that in most cases have been 


invalidated by the State courts. As a result, it is 
probable that many of these laws, heretofore rele- 
gated to the legislative scrap-heap, will again be 
put in to force, while in other states new statutes, 
carefully patterned upon the laws upheld by the 
Supreme Court, will speedily be enacted. Whether, 
after this legislative revival, it will still be regarded 
as advisable to secure Federal legislation for the 
control of interstate aspects of the trading stamp 
business remains to be seen. 


The Law Before the Court 


In taking up the trading stamp cases for exam- 
ination the Supreme Court selects as typical the 
case arising under the Florida statute, the chief 
provision of which is as follows: 

“Provided, further, That each and every person, 
firm or corporation, who shall offer with merchan- 
dise bargained or sold in the course of trade any 
coupon, profit-sharing certificate, or other evidence 
of indebtedness or liability, redeemable in premi- 
ums, shall pay annually a State license tax of five 
hundred ($500) dollars and a county license tax 
of two hundred and fifty ($250) dollars in each and 
every county in which said business is conducted 
or carried on.” 

Citing the contention of the attorneys for the 
trading stamp concerns that the legislature could 
not constitutionally discriminate between a busi- 
ness where coupons are used and one where they 
are not employed, the court says: 

“The ground of discrimination, simply and sep- 
arated from the other attacks upon the statute, does 
not present much difficulty. The difference between 
a business where coupons are used, even regarding 
their use as a means of advertising, and a business 
where they are not used, is pronounced. Complain- 
ants are at pains to display it. The legislation 
which regards the difference is not arbitrary within 
the rulings of the cases. It is established that a 
distinction in legislation is not arbitrary, if any 
state of facts reasonably can be conceived that 
would sustain it, and the existence of that state 
of facts at the time the law was enacted must be 
assumed. It makes no difference that the facts 
may be disputed or their effect opposed by argu- 
ment and opinion of serious strength. It is not 
within the competency of the courts to arbitrate 
in such contrariety. It is the duty and function of 
the legislature to discern and correct evils, and by 
evils we do not mean some definite injury but ob- 
stacles to a greater public welfare.” 


Use of Trading Stamps Not Interstate Commerce 


Proceeding to the assertion of counsel that the 
concerns issuing the trading stamps have their 
headquarters outside the State and that much of 
the merchandise sold in Florida is manufactured 
elsewhere and shipped into the State, as a result 
of which the business sought to be controlled by the 
statute is in reality interstate commerce and there- 
fore not subject to State laws, the court at much 
length analyzes the transactions against which the 
statute is aimed. In holding that the application 


of the law is not to the interstate phases of the 
business but wholly to those transactions which 














March 16, 1916 


are completed within the State, the court says: 

“The transactions, therefore, are not in interstate 
commerce. The sales, as we have said, are not in 
the packages of that commerce; they are essentially 
local sales, schemes consummated by such sales, and 
it is upon them and on account of their effect that 
the statute has imposed its license tax, and not upon 
the shipment into the State nor their disposition 
in the packages of importation. Of course, there 
is shipment to Florida merchants but for the dis- 
position of the merchandise in retail trade. The 
schemes contemplate such disposition and are 
executed by it. Detach the importations from the 
retail sale, consider only the transportation to the 
State of merchandise in its original package, being 
sold therein in such package, and there may, indeed, 
be interstate commerce; but so detached and so con- 
sidered the importations are left without purpose, 
the. schemes without execution. Indeed, complain- 
ants contend for the right not only of importations 
in the original package containing the coupons but 
the disposition of the goods and coupons through 
the retail merchants. This, we repeat, has no pro- 
tection in the commerce clause.”’ 

That the statute is not repugnant to that clause 
of the constitution which forbids the violation of 
contracts previously legal, the court declares in 
unequivocal terms: 


No Contracts Violated By the Statutes 


“The contract clause of the constitution,” says 
the opinion, “is also unavailable to complainants. 
The statute must be held to have prospective opera- 
tion. Sales completed before its enactment are un- 
affected by it. We say ‘sales completed,’ and by 
this we mean those in which the right of redemp- 
tion according to some of the schemes has accrued 
as distinguished from what is alleged in the bill as 
‘the understanding and expectation’ arising from 
one or more sales that complainants would continue 
to sell to such purchasers other articles so that 
they might be able to accumulate tokens and use 
them. It cannot be said that there is an obliga- 
tion to continue sales or an obligation to continue 
purchases. Besides, as the business is subject to 
regulation the contracts made in its conduct are sub- 
ject to such regulation.” 

The court then proceeds to consider the chief 
contention of the complainants that the State has 
no right to interfere with the business liberty of 
merchants using trading stamps and in treating 
this phase the opinion exposes some of the sophistry, 
the humbug and the inherent vice that underlie 
these specious methods of deluding the public. The 
court also points out with great clearness the errors 
into which the inferior courts have fallen in de- 
claring many similar State laws to be invalid. 


“Business Liberty” Not Invaded 


“Having disposed of the other contentions of com- 
plainants,” the opinion proceeds, “we are brought 
to a consideration of the: question whether the 
statute of Florida offends the due process clause of 
the Fourteenth Amendment of the Constitution. In 
other words, does the statute interfere with the 
business liberty of complainants? Is it an illegal 
meddling with a lawful calling and a deprivation 
of freedom of contract? This is the contention, and 
it is attempted to be supported by the assertion that 
the schemes detailed in the bill are but a method 
of advertising and, as such, mere allurements to 
customers, not detrimental in any way to the public 
health and morals, nor obstructive of the public 
welfare; but are a means of enterprise, mere inci- 
dents of the business of complainants and as bene- 
ficial to their customers as to them. And besides 
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that they are but a method of giving discount, 
practically in some instances a rebate upon the 
price, and in others an equivalent gift of some 
article that may attract the choice of the pur- 
chaser, the choice being free~and the article of 
definite utility and value. 

''“These contentions have the support of a num- 
ber of cases. They are opposed by others, not 
nearly so numerous as the supporting cases but 
marking a change of opinion. Both sets of cases 
indicate by the statutes passed upon a persistent 
legislative effort against the schemes under review 
or some form of them, beginning in 1880 and re- 
peated from time to time until the statute in con- 
troversy was passed in 1913. It is said that 
twenty-three states have attempted either to pro- 
hibit or to license the selling or use of trading 
stamps and coupons. And there has been like legis- 
lation for the District of Columbia and the Terri- 
tory of Hawaii. In such differences between ju- 
dicial and legislative opinion where should the 
choice be? That necessarily depends upon what 
reasoning judicial opinion was based. We appre- 
ciate the seriousness of the situation. Regarding 
the number of the cases only, they constitute a body 
of authority from which there might well be hesita- 
tion to dissent except upon clear compulsion. 


Insidious Potentialities Pointed Out 


“The foundation of all of them is that the schemes 
detailed are based on an inviolable right, that they 
are but the exercise of a personal liberty secured 
by the Constitution of the United States and dis- 
tinguished from other lawful exercise of business 
contracts and activity by a method of advertising 
and lawful inducements to an increased custom and 
that in them there is no element of chance or any- 
thing detrimental to the public welfare. But there 
may be partial or total dispute of the propositions. 
And it can be urged that the reasoning upon which 
they are based regards the mere merchanism of the 
schemes alone and does not give enough force to 
their influence upon conduct and habit, not enough 
to their insidious potentialities. As to all of which 
not courts but legislatures may be the best judge 
and, it may be, the conclusive judges. 

“This may be illustrated. A lottery of itself is 
not wrong, may be fairer, having less of over- 
reaching in it, than many of the commercial trans- 
actions that the constitution protects. All partici- 
pants in it have an equal chance; there is no ad- 
monishing caveat of one against the other. And at 
one time it was lawful. It came to be condemned 
by experience of its evil influence and effects. It 
is trite to say that practices harmless of them- 
selves may, from circumstances, become the source 
of evil or may have evil tendency. 

“But no refinement of reason is necessary to dem- 
onstrate the broad power of the legislature over the 
transactions of men. There are many lawful re- 
strictions upon liberty of contract and business. It 
would be an endless task to cite cases in demohstra- 
tion, and that the supplementing of the sales of one 
article by a token given and to be redeemed in some 
other article has accompaniments and effects be- 
yond mere advertising the allegations of the bill 
and the argument of counsel establish. Advertising 
is merely identification and description, apprising 
of quality and place. It has no other object than to 
draw attention to the article to be sold, and the 
acquisition of the article to be sold constitutes the 
only inducement ‘to its purchase. The matter is 
simple, single in purpose and motive; its conse- 
quences are well defined, there being nothing ul- 
terior; it is the practice of old and familiar transac- 
tions and has sufficed for their success.: 
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Gift Schemes Appeal to Cupidity 


“The schemes of complainants have no such di- 
rectness and effect. They rely upon something else 
than the article sold. They tempt by a promise of 
a value greater than the article and apparently not 
represented in its price, and it hence may be 
thought that thus by an appeal to cupidity lure 
to improvidence. This may not be called in an exact 
sense a ‘lottery,’ may not be called ‘gaming’; it 
may, however, be considered as having the seduc- 
tion and evil of such, and whether it has may be a 
matter of inquiry, a matter of inquiry and of judg- 
ment that it is finally within the power of the 
legislature to make. Certainly in the first instance, 
and, as we have seen, its judgment is not impeached 
by urging against it a difference of opinion. And 
it is not required that we should be sure as to the 
precise reasons for such judgment or that we should 
certainly know them or be convinced of the wisdom 
of the legislation.” 

Short work is made of the contention that the 
taxes levied by the Florida law are prohibitory 
and therefore unconstitutional. The court says: 


“Complainants allege that the license tax which 
the statute imposes is of prohibitory character and 


Hardware Age 


assert that they are exercising inviolable rights and 
privileges which the excess of the tax prevents in 
violation of the Fourteenth Amendment; they con- 
tend that hence the statute is invalid. It is not 
certain from the allegations of the bill that the tax 
is of.the asserted character, but granting it to be 
so we have shown that the business schemes de- 
scribed in the bill are not protected from regulation 
or prohibition by the Constitution of the United 
States.” 

The contention that the statute “intimidates 
against a contest of its legality by the severity 
of its penalties and is therefore unconstitutional on 
that ground” the court brushes aside with the 
brusque statement that it is “not justified.” 


Power of Legislature Beyond Question 

In conclusion, the opinion declares that many 
cases might be cited “which would seem to have 
uttered the last necessary word upon the power of 
the legislature to regulate conduct and contracts and 
in the exercise of the power to classify objects, upon 
its conception of public welfare, the right of 
review to be exerted by the courts only when the 
legislation is unreasonable or purely arbitrary.” 

Surely, the court has not left the trading stamp 
concerns a leg to stand on! 
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Annual Banquet of the A. H. 
Marshall Company 


A* the annual banquet held recently by the A. H. 
Marshall Company, Plattsburgh, N. Y., there 
were twenty-two of the twenty-six employees of 
this firm present. The meeting was presided over 
by A. H. Marshall, who gave a short talk. He was 
followed by M. Lee Rockwell, who is the head of the 
office force of the company. 

C. R. Whittlsey, vice-president and general man- 
ager of the Hartford Rubber Company, Hartford, 
Conn., and E. S. Roe of New York, who is the 
branch manager of the United States Rubber Com- 
pany, were special guests of this occasion. Mr. 
Whittlsey gave an illustrated and interesting talk 
on rubber and rubber products, explaining the 
process of manufacture from the tree to the tire. 
Mr. Roe also. gave a short address. 


Tire Company ; 


‘‘Indexing and Filing ’’ 


é ie Ronald Press Company, 20 Vesey Street, 
New York City, has recently published a new 
book, entitled “Indexing and Filing,” by E. H. 
Hudders. 

This new volume treats exhaustively the subject 
of indexing and filing of practically every kind. 

It takes up first the various definitions used and 
the various types of indexes. Various rules for 
writing indexes and for filing index cards are given. 
A chapter is devoted to the filing of papers, and a 
chapter each to alphabetic, numeric, geographic and 
subject filing. Other chapters are given to trans- 
ferring, the central filing department, catalog files, 
invoice and record files, filing of electrotypes and 
cuts, and to lawyers, architects and accountants’ 
files. The book sells for $3 postpaid and can be 
obtained from the HARDWARE AGE book department. 





PUBLICITY FOR THE RETAILER 


A Store Paper of Character—Sales-Getting Single Column Ads—Good 
Combination Ad 


he has two thriving hardware stores to look after 
and a corps of employees to help and encourage. 
Yet please notice that Mr. Arps isn’t too busy to 
edit his own store paper; he doesn’t turn its desti- 
nies over to someone unworthy of the job. If he 
ever relinquishes his editorship, he will make very 
sure to appoint a successor who will bring the same 
degree of thought and care to the work as he him- 
self has brought. Mr. Arps gives his personal time 
and thought to his store paper for the reason that 
we have reiterated many times in this department: 


Read Because It’s Worth Reading 


No. 1 (9 in. x 13 in.). This is the first page of 
the “Idea-O-Graph,” a store paper edited by Edward 
Arps and published monthly by the Arps Hardware 
Company, Ouray, Col. This publication is “edited” 
in the full sense of the word: some store papers are 
merely thrown together. In this connection we 
would say to the hardware dealers of America that 
first, get out a store paper regularly; second, give 
it something of the attention that Mr. Edward Arps 
gives to his. Mr. Arps is presumably a busy man; 
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ADVERTISING. 
Human nature is wonderful, isn’t it? 
We are all trying to appeal to it, most- 
ly through advertising and talking, and 


while some advertising and talking} 


will appeal to Mr. and Mrs. Human 
Nature, the article advertised after it 
has been sent for may make ‘“‘HUMIE”’ 
feel as though he’s been peeled. 

There is no trading that brings the 
consumer as big results as trading at 
home. It seems to worry some people 
to death if they can’t drive a bargain 
on everything they buy. 

Your home merchant can never af- 
ford to advertise an article just-as- 
good, and let it go wrong, and merely 
weave a string which will eventually 
tie a tin can to the tail of his business 
career. 

People are bound to tell where they 
have bought something that is Good, 
and equally bound to tell only in louder 
tones of something that is No Good, 
and it.is this telling that will either 
help or hurt, or build or bend a repu- 
tation. 

Advertising the best plus handling 
the best, equals bigger and better 
business. 


A butcher of this town tell of a young 





woman who came into his shop the other | - 


day and addressed him thus: 

**I bought three or four hams here a 
month or so ago, they were fine. 
Have you any more of them.’’ 

‘Yes, ma’am,’’ said the butcher. 
**There are ten of those hams hanging 
ap their now. 

**Well,’’ continued the young woman, 
“if you're sure they're off the same pig, 
I’li take three of them.”’ 





THE GENTLE EXTERIOR 
**What I admire,’’ said a statesman, 
‘is the hand of iron in the glove of 
velvet.’ ‘Yes, indeed,’’ replied Miss 
Cayene, ‘‘It is much more unusual than 








: “1 #8 we just do the opposite. The result is/ ple are worrying that Nature won't 20 =x31i2 
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When your body is full of aches and| mobiles next summer. The trouble is You'll Enjoy x4 
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For the married mau 


a gallon. 


start business again. 


snakes in your boots, she 


bury you decently, educate your children, buy a house 
and lot, marry a decent man, and quit thinking about 


you entirely. 


SOME OF OUR ACQUAINTANCES 


out drinks, the following is suggested as a means of 
freedom from bondage to the saloons. 
Start a saloon in your own house. 

customer (you'll have no license to pay.) 
wife and give her two dollars to buy a gallon of 
whiskey, and remember there are sixty-nine drinks in 
Buy your drinks from no one but your wife, 
and by the time the first gallon is gone she. will have 
eight dollars to put into the bank and two dollars to 
Should you live ten years and 
continue to buy booze from her, and ‘then die with 





who cannot get along with- 








Be the only 
Go to your 












will have enough money to 





KEEPING BUSY 


The clean-cut ambitious man has little time for 
“hard times’’ or other misfortuaes.- 
Unlike the pampered sons of millionaires, he is too 
The big world of give and take is 


whining about 


busy ““hustling."’ 


with the world. 


his battlefield and he loves a good fight. 
velops strength. The fivest steel is that which has 
been hammered most; the strongestswimmers are-those 
who have to struggle against the tide. 
who is doing real things feels at ease with himself and 









Trial de- 







Only the man 









THE VALUE OF A HOT BATH 


It seems the simplest lessons in life 
are the hardest to follow out. Instead 
of trying to eat as little as we can, and 
not to eat and take anything when sick, 


takes three hours. Drink al! the water 
you desire and don’t eat anything un- 
til the natural desire for food returns. 





We sell bath tubs, and nothing is| world could and-should enjoy the pleas- popular sizes. 
more useful or beneficial. We will| ures ofan automobile. Are you plan- 5 gn Se ee nag v with- We have s complete stock 
tickle the palate and get down and out, | ing to get a little pleasure out of life | the tea ball with the tea leaves ‘of RACINE Brown Ince: 
but the wise man will have a bath tub/and recreate your spirit through the |; in it is lifted ap and fastened to Tubes. Gises! 
in his house regardless of the cost. joy-rides in a Maxwell? Itis the only the cover after the strength is 2038 to Stat 1. . 

way to find more pleasure in your work ——-., i. te picts Ole 
A LATE START and get a greater increase in your in- pleasing with its ron tarnishing ) 18 wit te © your interest 

Aunt—“Why, Tommy, when I wasicome. It only takes $750 to buy a/[ nickel-plated finish. Cons to see us before re-tiring: 

your age a lie never passed my lips.’’ | Maxwell touring car. tia yourear. . 


‘Tommy — ‘“‘When did 
Auntie?”’ 
If you save your money you're a grouch, 
If you spend it you’re a loafer, 
If you get it you're a grafter, 
If you don’t get it you're a bum, 

SO WHAT’S THE USE? 


you begin, 





No. 1—Grips interest because it’s 


PLENTY FOR EVERYBODY 
The cosmic urge, which is the soul of 
the Universe, must find expression in 


pends upon want and need. Some peo- 


Destruction disorganizes and 
everything goes soaring. Thereis oil 


enough so that every family in. the 





NOT SO SOON, PLEASE 
Wife—‘‘Ta, ta, dearie. I shall write 
you before the end of the week.’ 
Husband — “‘Gord gracious, Alice! 
You must make that check last longer 





than that.”’ 


creation; its manner of expression de-| 


— 





WONDERFUL ACHIEVEMENT 

You might say that perfection in 
motor construction has been achieved 
when a motor car will run. 22,022.83 
miles without stopping the motor. This 
was accomplished by the Maxwell car 
in Los Angeles, beating all former 
records by practically 10,000 miles. 
The Maxwell is the latest in motor con- 
struction. Our car load will be in 
Ouray next month. You will wanta 
car when you know that all the miser- 
ies have been eliminated. 


When the editor recently visited Dr. 
Van Buren in Omaha, the doctor said if. 
there was one Edward Arps in every 
town it would put the doctors out of 
business. Not much, doctor. We 
seem to have just as much sickness in 
Ouray as anywhere else, but if the 
regular medical profession would prac- 
tice what Dr. Tilden stands for, the 
emancipation of man would mark pro- 
gress such as never was chalked up in 
the world’s history before. 

Rational habits of eating and proper 
care of the body should be taught in 
the public schools and driven home to 
the parents. It is just as necessary to 
take care of a child’s health as it is his 
brain. The fact is there is no such 
thing as having a good brain with a 
bad body: Mind is, has, and always 
will be, the expression of the body. 

If medicines were made as disagree- 
able to the taste as they are to the in- 
ternal organs, drug taking would sud- 
denly end. The man who invented 
sugar coated pills compares favorably 











with the German Kaiser—both have set 


civilization back a century. 





Tea Ball Tea Pot. 


substantially. 
A number of sizes at moderate 
prices. 
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_ We stock this tire in the 
following sizes. 


Royal-Rochester *| 
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interesting—No. 2—It tells a tire story and tells it well 
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that the store paper is a mighy factor in upbuild- 
ing a retail business. Turn to the page reproduced. 
Note the care that has obviously been expended on 
its make-up and then start in and read the whole 
page. Only by reading it, will you appreciate the 
weight of the material used, the wise admixture of 
banter and business, the momentum attained by the 
buying impulse through applying the power of hu- 


man contact. It really ought to make you yearn. 


to take over the job of editing your store paper 
yourself. And if you happen to be without a paper 
it ought to bring you some sharp pangs of regret, 
or better yet a determination to get aboard the 
band wagon while the roads are oiled. Note the two 
display ads and how they stand out and insist on 
your reading them. Consider the two paragraphs on 
the Maxwell car: new slants to car selling, don’t 
you agree? You must admit if you have read this 
first page of the Arps paper that it interested you. 
It interested us. We might use up ten full pages 
in telling you how to edit a store paper but we will 
save you eye-strain by telling you how in three 
words: make it interesting. Mr. Arps has a way of 


‘being interesting, and a mighty good way. You have 


your way, for every one of us human mortals is 
interesting, some more than others, but all to a de- 
gree. Stored in the cells of your brain are experi- 
ences, thoughts, ideas, beliefs, enthusiasms; trans- 
fer them to paper—be a real individual and inci- 
dentally your individuality will leave its impress on 
your business. The remaining three pages of the 
Arps store paper maintain about the same editorial 
style of the first page. There are display ads: 


FlashLights 


For One Week Only 
From Saturday, Feb. 19 
to Sat. Feb. 26 


SPECIAL 


Cold Blast Lantern 


For Ofie Week Only 
From Saturday, Feb. 12 
to Sat. Feb. 19 


























Every flash light com- 
plete with battery and 
bulb. 


No. 72, nickel’ plated 
vest pocket size 24x14. 
-Rogu.ar 75c now 50c. 


No. 42, nickel plated 
case,, size 3x14 regu- 
lar 75c, now 50c. 


No. 43, nickel plated 
vest pocket size 3x2. 
Regular $1 now 60c. 


No. 2 with one iach wick. 
Extra Heavy bright’ tin, 
solid steel stamped base 
and extra large fount, oil 
capacity for 20 hours, 
arge outside filler with 
screw top, heavy one 
piece tubes, bail handle, 
improved side lift crank 
raisesglobe up. Complete 
with wick, heavy. steel 
burner, No. 2 Standard 


Cold Blast Globe. 


No. 12, Vulcanized fibre 
‘ease like cut size 1144x5, 
regular $1 now 60c. 


No. 22, Vulcanized fibre 
ease like cut, 14%4x6% 


regular $1.20 now 70c. 


See Our Window Display 








Left: No. 3—Illuminating in subject and in result. 
Right: No. 4—Emphasizes the value of cuts. 


Hardware Age 


there are clever reading notices and there is more 
interesting material. 


Prices Are Conspicuous by Their Absence 


No. 2 (1 col. x 1712 in.). C. B. Knighten of the 
Blakey-Clark Hardware Company, Ennis, Tex., 
sends us this attenuated ad on tires. And an ef- 
fective ad it is in display, in the heading thought, 
in the persuasive qualities of the argument, in de- 
scription and in fact everything but in the matter 
of price quotation. That was where the writer 
of the ad stumbled. Mr. Knighten must have had 
his own suspicions about the lack of price for he 
asks us our opinion on the subject. There is no 
doubt about it. Prices should have been there. Mo- 
torists don’t buy tires on a price basis altogether; 
if they did tire production would be down to a dead 
level standard of quality. There’s your proof. But 
they do balance quality and price and when you fail 
to quote price, they can’t judge properly because 
they’ve nothing to balance against quality claims. 
The motorist who reads this ad is impressed by the 
argument; he feels that the Racine is a quality 
tire but he might think at the same time that its 
cost is so far in excess of the price he has been 
accustomed to pay that he would not give the ad the 
consideration it deserves. Incidentally, Mr. 
Knighten thanks us for past suggestions bearing 
on the publicity given him in this department. 


It Sold Lanterns and Made New Customers 


No. 3 (1 col. x 8 in.). Roy Lubbers of the Lub- 
bers Hardware Company, Sheldon, Iowa, sends us 
this lantern ad. Mr. Lubbers has a happy way of 
giving us the sales history of each ad he sends us, 
something we appreciate greatly and we wish all of 
you would adopt it as a practice when sending ma- 
terial. It is always more interesting to know what 
an ad has done than to speculate on what it might 
do. This ad brought splendid results in the sale of 
lanterns and made several new customers who, as 
Mr. Lubbers asserts, not only purchased a lantern 
but many other items. Take a look at the ad and 
you will see a piece of work well done. Clean, neat, 
readable and interesting, it is little wonder it ac- 
complished what it did. 


Lack of Cuts Diminished Its Effectiveness 


No. 4 (1 col. x 7% in.). Another ad from Roy 
Lubbers. His statement regarding it is this: “This 
ad, run last week, is not as effective as it might be, 
due to the failure of our cuts to arrive.” Cuts are 
almost imperative where flashlights are being fea- 
tured and the lack of cuts no doubt interfered with 
the ad’s pulling power. Still, the ad is interesting 
and was by no means a total failure. This little ex- 
perience emphasizes the value of good cuts in retail 
advertising. Are you taking full advantage of the 
cut service offered you by the different manufactur- 
ers with whom you deal? We think this particular 
ad would have been stronger with an opening para- 
graph placing stress on reliability, workmanship, 
appearance, handiness of contacts, etc. Such an 
opening invariably reinforces a price appeal. 


Too Much Blackness 


No. 5 (2 cols. x 8% in.). L. L. Mitchell of the 
Mitchell Hardware Company, Mount Jewett, Pa., 
sends us this ad and asks for our comments. The 
display is too black—over-emphasized. It is a dark 
desert with but a single oasis in the shape of the 
illustration. To make matters worse, a condensed 
type has been used. Remember that the human 
eyes are in a horizontal plane and for that reason 
do not readily and easily comprehend vertical 
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OPAL ESA RS IE 
WE ARE NOT SATISFIED 3] 
Unless YOU Are. 
But you are sure to be pleased with our line of Up-To-Date 
RELIABLE and DOMESTIC =} 
at moderate prices. 
Enamelled Doors, 
Sanitary Splashers. 
Aluminized Interior, 
Drop Doors, 
Cast Oven Bottoms, 
Attractive Designs, x 





You do not buy a STOVE every week. and it is better 
to spend a dollar or two more and get JUST exactly what 


you want, 
SOMETHING NEW. 


Do you have an unfinished room, or one in which the 
plaster has falien off? Then you need the new CORNELL 
WOOD BOARD. Do not need sheathing boards. Comes in 
sheets 48 in. wide and 6 ft. to 10 ft. long. Thoroughly 
SIZED. Will not absorb moisture, hence will not buckle, warp 
nor split. Ready to PAINT or Paper. Do not confuse this 
thoroughly satisfactory material with the cheaP UNSIZED 
boards on the market- Will have a big stock in soon, also 
Mouldings and Finishing Lumber. 


“NICE” PAINT. 


Are you going to paint your house this spring? We have 
just received $500.00 worth of new NICE PAINT. Thoroughly 
guaranteed, STRICTLY PURE. Carefully put up by a RELIABLE 

manufacturer 


MITCHELL HARDWARE CO. 


BELL PHONE 39M 


Hardware Mt. Jewett, Pa. Supplies | 




















No, 5—Can you read this easily? 


shapes—that is, not as naturally as they do objects 
in a horizontal plane. Why make things difficult 
for the reader when you don’t have to? Typo- 
graphical troubles are brushed aside far more easily 
than most other kinds. Simply set the body of this 
ad in Caslon, a type face found in every printing 
office throughout the land. Set the display head- 
ings and sub-heads in Cheltenham Bold or De Vinne 
or Caslon Bold. Then you will have an ad that will 
impose not the slightest difficulty upon the reader. 
We like the slogan, “We Are Not Satisfied 
Unless You Are.” It’s first-rate. We like the text 
but we don’t like the absence of prices. Not a bit. 
A price ought to be quoted on the stove in any 
event. You have told them why they ought to spend 
a few more dollars for a good stove. Tell them how 
many more. It is patent that Mr. Mitchell has 
some good advertising ideas but he needs to have 
a heart-to-heart talk with the man who sets his ads. 
Then his publicity will start hitting its stride. 


THE CLAPP STOVE & HARDWARE COMPANY, Toledo, 
Ohio, has been incorporated with a capital stock of 
$25,000. The incorporators are William E. Waldo, 
Rexford E. Soper, Addison K. Bristol and Frank E. 
Miller. 


THE MILLER Bros. HARDWARE COMPANY, Richmond, 
Ind., whose business is exclusively wholesale, is complet- 
ing the addition to its building on Fort Wayne Ave- 
nue, increasing the space 60,000 sq. ft. 
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Does the Shoe Still Fit? 


To the Editor: 

Some years ago a man in this city was in busi- 
ness, and he did a large amount of advertising, and 
sent out a large amount of mail, and his mail busi- 
ness grew to such an extent that the post office 
officials made up his mail at times at his office, 
and it was taken directly from there to the mail 
trains at the depot. This man had trouble with 
the postmaster, and to get even with him, he went 
to a small postoffice about two miles out of town, 
and there he bought his stamps, and mailed his 
letters. 

This did not go on long before an inspector came 
here and he made this man do all his mail business 
at the office in this city, and would not let him do 
any business at the small office out of town. The 
inspector ruled that the business did not belong to 
the small office out of town, and it was injuring 
the business at this office where the business right- 
fully belonged. 

We occasionally read in the papers about catalog 
houses sending their catalogs to certain places by 
freight, and having them mailed at that point to 
people in that vicinity. About two weeks ago a 
catalog house shipped to Burlington, Vt., in one 
shipment 6 carloads of catalogs, and the postoffice 
clerks there, it is said, did all the work for them, 
got the catalogs at the car and mailed them to the 
addresses on them. This saved the catalog houses 
a large amount of money, and the postoffice depact- 
ment is the loser, and seems to help them out in it. 

This ruling by the department cited above does 
not seem to work both ways. If it was wrong for 
the first man to transfer his business to the small 
office out of town, what right has a large concern 
like a catalog house to do the same thing? It 
seems to me that their catalogs should be mailed 
from the town where their business is located, or 
else from the place where they are printed. The 
business is taken from the office where it belongs 
and transferred to another, and the Government is 
losing a large amount of postage. Does anyone 
know how this practice can be stopped? The same 
thing has been done in Burlington several times in 
the past two years. 

Yours truly, 
VERMONT MERCHANT. 


New Representatives of Eastern 
Manufacturers 


MER COX, formerly connected with the Pacific 
Hardware & Steel Company, San Francisco, 
and the Simmons Hardware Company, St. Louis, 
has opened offices at 625 Call Building, San Fran- 
cisco; 70 Hollenbeck Hotel, Los Angeles, and 1127 
L. C. Smith Building, Seattle, Wash., representing 
Eastern hardware manufacturers. Associated with 
Mr. Cox in Los Angeles is J. R. Westbrook, for 
many years with the Simmons Hardware Company, 
and in Seattle, J. E. Strimple, formerly with the 
Pacific Hardware & Steel Company and the Crane 
Company for many years. Associated with Mr. 
Cox in San Francisco is A. W. Lillon, formerly 
with the Pacific Hardware & Steel Company, and 
H. ©. Sargeant, formerly with the Eugene Dietzgen 
Company. 


J. LOVELL JOHNSON, Walter O. Johnson and Mrs. 
Mary L. (Johnson) Otto have bought out the interest 
of Fred I. Johnson in the estate of Iver Johnson, a part 
of which is the Iver Johnson’s Arms & Cycle Works, 
Fitchburg, Mass. 























Reports from the hardware trade are of a 
most encouraging nature, and the outlook is 
that the hardware trade this year in volume 
of orders and in prices will be the heaviest 
ever known. There is a tendency on the part 
of hardware jobbers and also retailers to 
speculate on the present movement by car- 
rying very heavy stocks of goods, some 
bought at relatively high prices in the ex- 
pectation that values will reach still higher 
levels. Trade in garden tools has also opened 
up, and there is a brisk demand. Wire goods 
have started to move out freely, and it is ex- 





' pressure on them for material, but are fall- 


Trade Conditions and Iron, Steel and Hardware Prices 


MARKET SUMMARY FOR THE BUSY READER 


pected that the sale of wire fencing this 
spring will be the best in some years, even 
with the very high prices ruling. Travel- 
ing men report splendid conditions, the trade 
being willing to buy goods freely, and collec- 
tions are reported very satisfactory. 


Steel mills and other manufacturing plants 
are doing their best to meet the enormous 


ing far short of turning out and shipping as 
much finished iron and steel as customers: 
want and that is called for in their contracts. | 








PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, March 14, 1916. 


TEEL mills and other manufacturing plants are 
doing their level best to meet the enormous pres- 
sure on them by customers for material, but are falling 
far short of turning out and shipping as much finished 
iron and steel as customers want, and that is called 
for in their contracts. This is borne out by the fact 
that in February, records for production were broken 
at many of the mills in the Pittsburgh, and also in the 
Chicago districts. One great trouble in getting ma- 
terial to customers is the very unsatisfactory car situa- 
tion, which seems to be getting worse instead of better. 
The railroads cannot claim that it is the weather or 
heavy snows that are retarding shipments, but it seems 
to come nearly altogether from a lack of cars and suffi- 
cient motive power. The embargoes are still on by the 
railroads for export shipments, with the exception that 
when a shipper has a definite boat waiting to receive 
his shipment, and can give the railroad the name of it, 
the road will then accept the shipment. The threatened 
trouble among railroad employees is causing a good 
deal of uneasiness, as the demand for a uniform 8-hr. 
day is practically general all over the country. 

The Pittsburgh steel mills report the demand for 
heavy products, such as plates, shapes and bars, beyond 
all precedent, and they are simply snowed under with 
orders, and deliveries are getting steadily worse. As 
a means of protection, the Carnegie Steel Company on 
Friday, March 10, made a stiff advance in its heavy 
products to steel car makers and ship builders, putting 
prices of steel bars at 2.35c., structural shapes to 2.50c. 
and plates at 2.75c. for all of next year. This company 
states that it is sold out on everything it can make for 
this year, and has heavy orders entered for first and 
second quarters of 1917. 

Figures on pig-iron output in February given out last 
week show a remarkable record, in spite of the fact 
that it was a short month, and that coke deliveries 
were bad. In February, the total output of pig iron 
in this country was 3,087,212 tons, and the United 
States is now making pig iron at the unprecedented 
rate of 39,500,000 tons per year. It is said that on all 
the Lake Erie ore docks, the entire stocks of ore are 
only 6,200,000 tons, against 7,500,000 tons a year ago. 
It is also claimed that ore shippers, realizing the enor- 
mous pressure that will be put on them this year, for 
ore, by the blast furnaces, are planning to break the 
ice in the channel at Escanaba, Mich., late this month, 
in order to make a new record in an early opening of 
the shipping season. 

There is still very heavy buying of pig iron in all 
pig iron sections of the country, and prices are ad- 
vancing. In the Pittsburgh district, it is estimated that 
fully 250,000 tons of pig iron have been sold in the past 
two weeks, this being mostly Bessemer and basic, but 
there was also a fair amount of foundry. The strike 
of the molders in the Pittsburgh district who want an 
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8-hr. day instead of 9 hr., and which started in De- 
cember, is still going on, and a few of the larger foun- 
dries have granted the demand. 

Very high prices continue to be paid for billets, and 
$50 has been quoted in the East for open-hearth billets 
for delivery in third quarter. A Cleveland, Ohio, con- 
cern that recently completed a modern open-hearth steel 
plant, sold about a week ago 4000 tons of ordinary car- 
bon open-hearth billets at $42, Cleveland, equal to 
about $43.50 delivered to a Pittsburgh consumer. This 
same mill is now quoting $45 to $46 for open-hearth 
billets, and states it has made sales at those figures. 
Nearly all the large users of steel bars, such as the 
implement makers and wagon builders, have covered 
their needs for last half of the year at prices ranging 
from 2.10c. to 2.25c. at mill. The steel bar mills state 
they have not sold any bars for first half delivery, and 
are asking 2.35c. to 2.50c. for first half of next year 
delivery. The makers of rivets have announced an 
advance of $3 a ton, putting structural rivets at $3.15 
and boiler rivets at $3.25, the highest prices reached on 
rivets for some years. 

Reports from the hardware trade are of the most 
encouraging nature, and the outlook is that the hard- 
ware trade this year in volume of orders, and in prices, 
will be the heaviest ever known. There is a tendency 
on the part of hardware jobbers and also retailers, to 
speculate on the present movement by carrying very 
heavy stocks of goods, some bought at relatively high 
prices, in the expectation-that values will reach still 
higher levels. In some cases jobbers find trouble in 
getting prompt deliveries from the mills, but where 
they can, they are taking in goods very freely, and 
carrying heavy stocks in the belief that they will realize 
profits later. Wire goods have started to move out 
freely, two local jobbers stating that the outlook for 
the sale of wire fencing this spring is the best in some 
years, even with the very high prices ruling. Trade in 
garden tools has also opened up, and there is a brisk 
demand. Traveling men report splendid conditions ex- 
isting over their territories, the trade being willing to 
buy goods freely and collections are reported very satis- 
factory. 


WIRE NAILS.—Reports are current that an advance 
of 10c. per keg will be made in wire nails, effective 
about March 15, but no official reports of this can be 
obtained. The successive advances in prices of wire 
nails in the last 6 months have not had the slightest 
effect in curtailing demand, which is the heaviest ever 
known in the history of the trade. Local makers of 
wire nails say they are not quoting on export orders, 
the domestic trade taking their entire output faster 
than they can make it. It is still believed wire nails 
will be $3 per keg or higher by July. 

We quote on new orders, wire nails in large lots to jobbers, 
$2.40 base; in carload lots to retailers, $2.45 base; less than 


carload lots, $2.50 to $2.55; galvanized nails, 1 in. and longer, 
$2 extra; shorter than 1 in., $2.50 extra. 
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Cut Naits.—Makers report a heavy demand and are 
shipping their output as fast as made. The demand 
for cut nails from the South is very active, and cut 
nails are used in this section to some extent in prefer- 
ence to wire nails. Another advance in prices of cut 
nails is looked for in the near future. 

We quote cut nails, $2.35 to $2.50 per keg in carloads and 
larger lots to jobbers; carloads to retailers, $2.35 to $2.40 


f.o.b. Pittsburgh, terms 60 days or 2 per cent off for cash in 
10 days, freight added to point of delivery. 


BARB WIRE.—New demand is very heavy and some 
makers are now refusing absolutely to quote on export 
inquiries, stating they cannot turn out barb wire fast 
enough to meet the domestic “dermiatid. Local makers 
say they are sold up to July or longer and are very 
much back in deliveries. The jobbing trade is buying 
heavily and the outlook for the wire trade this spring 
is very good. 

Prices quoted by the mills to the large trade only, on 
which shipment would probably not be made for three or 
four months, are as follows: Plain annealed wire, $2.25; gal- 
vanized barb wire fence staples, $3.25; painted barb wire, 
2.55; polished fence staples, $2.55; cement coated nails, 
2.30 base, all f.o.b. Pittsburgh, with freight added to point 
of =? terms 60 days, net, less 2 per cent off for cash in 
10 days. 


FENCE WIRE.—The demand continues heavy and all 
the mills are back in deliveries. Spring trade has 
opened up and jobbers are specifying heavily against 
contracts. Fabricators are also buying freely and the 
outlook is that the volume of business in plain wire this 
season will be very heavy. 

Discounts on woven wire fencing are one point lower and 
are now quoted at 61% per cent off list for carload lots; 


60% per cent for 1000-rod lots, and 59% per cent for small 
lots, f.0.b. Pittsburgh. 


TIN PLATE.—AIll the mills are quoting $4 base as 
their minimum price and on some orders from stock 
for fairly prompt shipment $4.25 and even $4.50 has 
been paid. The export order from Asia for 360,000 
boxes, mentioned in this report several times, went to 
English mills as American mills could not make the 
deliveries wanted. It is said there are still 200,000 
boxes or more of tin plate to be bought for delivery 
in last half of the year. 

We quote 14 x 20 coke plates at $4 to $4.25 per base box. 


Eight-pound ternes are now quoted at $7.20 per box for 200 
Ib. and $7.50 for 214 Ib. 


SHEETS.—Demand for blue annealed, Bessemer black 
and galvanized sheets continues enormously heavy and 
most of the sheet mills have their output well sold up 
through second quarter. The demand for electrical 
sheets and also for special sheets for the automobile 
trade is enormously heavy and in volume will be much 
larger this year than ever before. Makers’ prices for 
mill shipment on sheets, of U. S. standard gage, in 
carload and larger lots, on which jobbers charge the 
usual advance for small lots from store, are as follows, 
f.o.b. Pittsburgh, terms 30 days net, or 2 per cent cash 
discount in 10 days from date of invoice: 


Blue Annealed Sheets 
Cents per Ib. 


ee 2S a rn rr rr Po ret Ce ef 2.70 to 2.80 
eS eS errr eT Terr ee 2.75 to 2.85 
re 2 Oe ee. ce ek baeee eee hee ee 2.80 to 2.90 
See: See ss oc dec teeee eset socseeces 2.85 to 2.95 
Wien. BE MO BG. ok cccscctiecse dceetseesénen 2.95 to 3.05 
Above prices are for Bessemer stock. For open-hearth 
stock $2 per ton advance is charged. 
Box Annealed Sheets, Cold Rolled 
i ee re Ce ewee ee ee en 66 Ramen 2.55 to 2.65 
Wee, ee OME BG. cc cccbccccevvsccdvseveest 2.60 to 2.70 
ee: 2 Oe ew eceewboeed sees eeeeeen 2.65 to 2.75 
ee thes bates on ee eee eer ene 2.70 to 2.80 
ee i Ce wed ease eneebeseen ba 2.75 to 2.85 
BR le aba gh eeekeeda ne eae 2.80 to 2.90 
BM ei ne ec ede ee deen s ogee eee wee 2.90 to 3.10 


Above prices are for Bessemer stock. For open-hearth 


stock $2 per ton advance is charged. 


Galvanized Sheets of Black Sheet Gage 


Nos. , Pee Pe ay ee ey Teen 3.75 to 4.00 
ty 1s — a ee ee eG werd ek 3.85 to 4.10 
eee ee OE BE ccc cc ese eneviesadictams 3.85 to 4.10 
Wom. 16 em 16... cccecececsteceseccesen 3.95 to 4.20 
ae 2 ee ee bodeodeoeseeeeeenaes 4.10 to 4.35 
Nos. 22 and 24... cccccccvcccetccesecces 4.30 to 4.55 
Wee, SE ame D6... cv ccdiscedcccesesestecees 4.45 to 4.70 
bee dee bees cb tuucewelen 4.60 to 4.85 
Es a shes oe ares banat eeeneeus 4.75 to 5.00 
DA te os ncn atoeseewasd busbctane¥ oars 4.90 to 5.15 


Above prices are for Bessemer stock. For open-hearth 


stock $2 per ton advance is charged. 
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WROUGHT Pi1Pe.—About 150 miles of 6-in. to 10-in. line 
pipe has lately been placed with local mills for natural 
gas lines and a good deal more of this kind of business 
is in sight. Makers say the demand for wrought iron 
and steel pipe, both black and galvanized, is enormously 
heavy and they are getting back in orders. It is 
stated that discounts are very firmly held. The follow- 
ing are the jobbers’ carload discounts on the Pittsburgh 
basing card in effect from Feb. 29, 1916, on black and 
galvanized steel and iron pipe, all full weight: 





Butt Weld 

eel Iron 
Inches Black Galv. Inches Black Galv. 
%,% and %.... 67 40% % and \...... 56 29 
i codhntwnaue at 71 to, oe 57 30 
Oe Bos os eae 74 St Moss vane S 6s 61 40 
a Sea 64 45 
Te 63 44 

Lap Weld 
ER AN Pi 71 St. eer 48 29 
. yf 2 rere 73 56% fF PPT Pe Tre FT 59 40 
eo | eGR aang 69 oy GS BAR Sree 60 42 
iP 2. Rae 58%, .. OS Sees ee 62 45 
Meetegcdts wae “4, Sa 45 
oe ee Seen sees 60 43 
Reamed and Drifted 

5 Oe Sees as 72 55% 1 to 1%, butt.... 62 43 
ee ES 69 52% A wt ceenene 61 42 
2% to 6, lap..... 71 54% Rtn MD be és ods 46 27 
BO BED ws vain wes 57 38 
me SN 6 hc Gare bd Re 58 40 
2% to 4, lap.... 60 43 

Butt Weld, extra strong, plain ends 
1%, % and %.... 63 se | are paras once. 56 39 
ai ai le I ae 68 55% ah satesbadewewn sie 47 
Oe Oe aves 72 59% | &% to 1%....... 65 49 
gy te ete 73 60% 1 2 and 3%....2: 65 49 

Lap Weld, extra strong, plain ends 
i fditiad oes ea ee 69 > RE) Seer 43 
2 ae 71 i), e eee 62 45 
4 Se 70 55% | 2% to 4........ 64 48 
TS We We so eeedéces 48% | 4% to 6........ 63 47 
Paes + ewedian 60 43% | i % SS Ree 56 40 
Bit camkens 51 35 

Butt Weld, double extra strong, plain ends 
eer ee 59 46% ee ccaneiio’ _ 33 
7 OS BR ssuevec 62 i | 3 OP Aehese cease 51 36 
DS OD Babes vdéees 64 51 and 2% .....6.% 52 37 
Lap Weld, double extra strong, plain ends 
Knidetskeepenes 60 47% | obecnndbes kms i. 33 
 . 2 eae 62 49 BY tO 4. cccccce 3 ere 38 
4% to 6........ 61 48 OM. GO Bensnracs 49 3 

1. We Bateusevenke 55 38 U Oe Gatuecatiss 42 26° 


To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts. 

e above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILeR TUBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, from Feb. 29, 
1916, are as follows: 


Lap Welded Steel Standard Charcoal 
to 


Ban: Sad « wadheas 6ateavaewe 42 1 Tic aies wv be ouee'e 38 
Bon Ge Bs 6% o00enmenss 64/1 One 2D Bis << we de 41 to 42 

lets echoed ob oh ade we ease 51 | 2 led akas bt mad Mat 38 to 39 
2% and 2% in.......... 57 | 2% and 2% in...... 45 to 46 
S Ge Bae Biv avciescceads 62 3 and 3% in......... 50 
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Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., and not exceeding 22 ft., 10 per cent 
net extra. 

2 in. and larger, over 22 ft., 10 per cent net extra. 


IRON AND STEEL BarRs.—Reports are current that an 
advance of $5 a ton will be made on steel bars in the 
near future, but this is not confirmed. It is true, how- 
ever, that the Carnegie Steel Company has fixed the. 
price of 2.35c. on steel bars to ship yards and steel car 
builders for delivery over. all of next year. Prices are 
strong on iron bars and the mills are sold up for 2 
or 3 months. Nearly all consumers of steel bars, such 
as the implement makers and the wagon builders, have 
covered for last half of the year at 2.10c. to 2.25c., 
maker’s mill. 

We quote steel bars at 2.25c. for delivery in third and 
fourth quarters, and 2.50c. to 2.75c. for delivery in four to 
five weeks. Prices from warehouse range from 2.75c. up, 
depending on quantity. We quote refined iron bars at 2.40c. 
to 2.50c., and railroad test bars at 2.30c. to 2.40c., f.0.b. mill, 
Pittsburgh. 

NUTS AND BOoLtTs.—One leading maker has independ- 
ently advanced his prices 10 per cent and this will 
likely be general before the week is out: The export 
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and domestic demand for nuts and bolts is still enor- 
mously heavy, but no shipments are being loaded for 
export on account of the railroad embargo. Discounts 
in effect at this writing, which are said to be for prompt 
acceptance only, are as follows: 


Machine bolts, h. p. nuts, % x 4 in., smaller and shorter, 
rolled, 65 and 10 per cent; smaller and shorter, cut, 65 and 
5 per cent; larger or longer, 50 and 20 per cent. 


Machine bolts, c. p. c. and t. nuts, % x 4 in., smaller and 
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shorter, 60 and 10 per cent; larger or longer, 50 and 10 per 
cent. 

Common carriage bolts, % 
rolled; 65 and 5 per cent; smaller and shorter, cut, 65 per 
cent; larger or longer, 50 and 15 per cent. 

Blank bolts, 50 and 20 per cent. Tap bolts, 30 per cent. 
Bolt ends, with h. p. nuts, 50 and 20 per cent; c. p. c. and t. 
nuts, 50 and 10 per cent. Stud bolts, rough, 45 per cent; lag 
screws, cone or gimlet point, 65, 10 and 5 per cent. 

Nuts,- blank or tapped, h. p. square, 3.70c. lb. off; h. p. 
hexagon, 3.80c. lb. off; c. p. c. and t. square, 3.50c. Ib. off; 
hexagon, 4.25c. Ib. off; c. p. semi-finished, hexagon, 75 and 
10 per cent. Finished case hardened nuts, 75 per cent. 


x 6 in., smaller and shorter, 


NEW YORK 


Office of HARDWARE AGE, 
New York, March 13, 1916. 


HE advances in manufactured merchandise are most 
pronounced in articles made principally of steel, 
brass, copper and like metals. Where raw material is 
relatively small in value or bulk, in contrast with labor 
cost, there are numerous manufacturers who are will- 
ing to absorb a reasonable amount of decrease in profit, 
so as not to unduly disturb long-established wholesale 
and retail prices. Naturally this is mainly true of the 
better classes of goods, rather than in lines where com- 
petition is more severe. One level-headed factory man- 
ager, in a'total of 1700 fine tools, has so far advanced 
but about fifty of them, and in these instances because 
it was absolutely necessary on account of higher prices 
for brass and steel. Yet in this plant from $10 upward 
to $10.20 per dozen is a fair example of the raise; in 
other words, 2 per cent. 

Where the conditions are reversed there is usually 
no alternative but to keep pace with the prevailing 
situation, although it will be unfortunate if, covering 
a wide field, extravagant prices are asked without 
justification; the reaction will be all. the greater 
later on. 

Quite universally manufacturers refer to business 
as very good, but the fly in the ointment is the keel- 
hauling they frequently get from customers who seem 
to think the producer is bluffing about a scarcity of 
material and labor. A buyer of raw materials, who 


was making persistent demands for steel ordered some 


time ago at 4%c. per pound to be worked up into 
cutlery, was told by the seller that it was simply im- 
possible to give him what was due and what he was 
entitled to, but mentioned a lot of 10 tons within 150 
miles of the factory, which the buyer took at once at 
7%c. per pound. To indicate how long some raw 
material lasts, a company in the Middle West recently 
cut up 68 tons of sheet steel in the manufacture of a 
certain kind of trolley track alone in 24 hr., working 
double shift, and a Michigan merchant took 10,000 ft. 
of it in one order. 

In mechanics’ fine tools managers of New York 
branches are scanning stock sheets from which to base 
urgent requests for an additional quota from the per- 
plexed factory people who are trying to make what- 
ever is available reach as many customers as possible. 
In one instance, on an electrical article for personal 
use, the manager of a New York branch advised that 
it be sent direct to the customer by parcel post to 
hasten delivery, as their two large factories were giving 
preference to the customer, as a rule, instead of send- 
ing stock to them for distribution. 


Wire Naiits.—The situation in this line is affected 
in this territory by winterish conditions, including snow 
and ice, which have hindered or stopped outdoor con- 
struction work, thereby lessening the demand for nails, 
which a few warm, sunshiny days will probably rectify. 
New inquiries for nails are but fair and not up to the 
level of usual specifications at this time of the year, 
because most buyers had anticipated their wants very 
freely ahead of the usual time. 

Wire nails, in store, are on the basis of $2.85 per keg, and 
delivered within carting limits by jobber, $2.90 base per keg. 

Cut Natts.—The leading distributors say they are 
jammed with orders at mills which cannot be readily 
shipped, chiefly owing to freight embargoes. Because 
of large previous demand, however, payments to mills 
are referred to as considerable. Despite the high 


prices, orders for export are good, but owing to the 
scarcity of ocean-going vessels this coarse freight des- 
tined for the Orient is actually being transported across 
the continent by rail to Pacific Coast ports at high 
freight rates for final dispatch by steamer. This route 
is cheaper than by all water under present conditions. 
At the end of last December mill managers grumbled 
because they had more nails than they knew what to 
do with. Now stocks are so low that there are no 
working assortments in warehouses. 

sat ie bare are held at $2.85 and carted the jobber 

LINSEED O1IL.—Flaxseed prices have lately been 
steadier. During the latter part of December, through 
January and early in February the Duluth flaxseed 
market was controlled by speculators who advanced 
the price to as high as $2.47 per bushel and, it is 
charged, maintained values far above a reasonable 
level. When holders of seed attempted to liquidate 
their stocks, crushers, who could get Argentine seed 
for approximately 20c. per bushel less, refrained from 
buying, so that the market reached a level based more 
on supply and demand. Notwithstanding a temporary 
decline in the Duluth flax market, linseed oil is in a 
stronger position than it was a while ago. The reason 
is that oil cake, a by-product, is practically a drug 
on the market. Low-priced cake, for lack of facilities 
to freight it to Europe, causes higher-priced oil. This 
situation is the chief underlying strength of the lin- 
seed oil market in this territory. 

Linseed oil, raw, city brands, is now 80c. in lots of 5 or 
more bbl. and 81c. per gal. in less than 5 bbl. 

State and Western oil, raw, ranges from 78 to 79c. per gal., 
according to seller and quantity. 

Rope.—The prospects for supplying rope for coming 
spring business get worse instead of better. Orders 
come freely without solicitation, traveling salesmen 
have been pulled off the road, and city salesmen can- 
vassing for business have been withdrawn because of 
inability to adequately manufacture and deliver enough 
rope. One large company was asked to consider three 
or four good orders from people that ordinarily it 
would be delighted to have as cusiomers, but was com- 
pelled to decline, for at least two or three months, to 
consider the matter. The mills are running on standard 
goods and specialties are having a hard time of it. 
Sales managers regret the conditions which make dis- 
satisfied customers, but are powerless to do otherwise. 
Orders taken for shipment in April and later are being 
ordered forward at once. 


Manila and sisal hemp remain very firm and ships avail- 
able for bringing in the raw material are scarcer each day. 

First grade Manila hemp rope from jobbers is 18c., second 
grade i17c., and third grade 15c. base per Ib. 

Sisal rope, first grade, is 12c. and second grade 11%c. base 
per lb. from jobbers. 


NAVAL StTores.—The market for naval stores is 
quiet and business is light. In the primary Southern 
markets there is but moderate demand for turpentine 
spirits. There is a more favorable condition in rosins, 
for which there is a little better foreign inquiry. The 
exportation of rosin, however, depends on available 
vessel room, which is scarce and becoming more so. 

_ Turpentine, in yard, is quoted at 5114 to 52c. per gal. and 
in large lots concessions are not unlikely. 

Rosin prices are nominal in this territory and there is some 
shading to clean up stocks, but in the South business is a 
trifle better, with the lighter colored grades moving slowly. 

Common to strained, in yard, on the basis of 280 Ib. 
per bbl. is $5.20 and D grade $5.40 per bbl. 

BuILDERS’ HARDWARE.—Under date of March 7, Sar- 
gent & Co., New Haven, Conn., announced that effective 
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on that dute their prices on builders’ and shelf hard- 
ware, excepting door checks, were advanced 10 per 
cent. New prices now being prepared will be issued 
promptly when ready. 


SCREEN Door HARDWARE.—The Stanley Works, New 
Britain, Conn., has withdrawn all prices on its Watrous- 
Acme Mfg. Company’s line of screen door hardware. 
New quotations on these goods will be sent to the trade 
as soon as they can be prepared. 


WINbow GLAss.—At a meeting in Pittsburgh, Pa., 
last week, wages in the glass factories, both machine 
and hand-made, were advanced approximately 7% to 
10 per cent. The men first demanded 20 per cent and 
then 15 per cent increase, but compromised on 7% 
per cent for most of the force, with “snappers,” i.e., 
big rollers, getting 10 per cent more and others equiva- 
lent advances. New prices on window glass from man- 





Office of HARDWARE AGE, 
Cleveland, March 14, 1916. 


HOLESALE hardware dealers are getting a 
heavy volume of orders for spring goods and 
some are having trouble in keeping their stocks re- 
plenished in various lines. Deliveries on some goods 
from the factories are very slow and others are almost 
impossible to get. Wholesalers are kept busy changing 
price lists owing to the advances made on various kinds 
of goods by the manufacturers. Orders in some lines 
are generally larger than normal, retailers realizing 
that although prices are high they may still go higher 
and that deliveries are uncertain. Sheets are in fair 
demand although dealers are not stocking up heavily on 
these. The demand for machine bolts is heavy and 
prices for the large sizes have been advanced to from 
60 to 60 and 10 off. 
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ufacturers are expected by or before April 1. Jobbers 
are experiencing no difficulty in getting profitable prices 
out of store, and there are a great many inquiries for 
export. These demands come from almost everywhere, 
including Europe, Asia, Africa, Australasia and South 
America, but because of ocean transportation troubles 
much of the proffered business cannot be undertaken. 
At present discounts from jobbers are about on the 
same level as recently quoted. 


CopPEeR.—Business in copper and brass materials con- 
tinues at the same high pitch so long maintained, and 
the leading mills are constantly compelled to refuse 
many orders. What makes the situation worse is the 
difficulty of getting raw materials and various kinds of 
supplies in and manufactured product out. 


Sheet copper is 34c. with some rollers asking 35c. base per 
lb. and bare copper wire, for electrical purposes, carloads, 
mill shipments, is 29c. base per Ib. 


CLEVELAND 


The volume of retail business is about normal, al- 
though weather conditions during the past week or 
two have not been favorable to spring buying. Practi- 
cally no seasonable goods are moving at present. The 
season for incubators is nearly over and the volume of 
business has been rather moderate. The demand for 
machinists’ tools is remarkably heavy and the volume 
of business in builders’ and mechanics’ tools is very 
good. Builders’ hardware is also moving well. The 
building outlook for the year is very promising although 
the erection of some large buildings requiring consider- 
able steel is being deferred because of the high prices. 
We quote prices as follows: 

Steel bars out of stock, 3c.; No. 28 black sheets from mill, 
2.75¢e.; from warehouse, 3c.; No. 28 galvanized sheets from 
mill, 4.75c. to 5c.; from warehouse, 5c. to 5.25c.; wire nails 


from mill, 2.45c. to 2.50c.; out of stock, 2.60c.; barb wire 
from mill, 3.30c. to 3.35c.; out of stock, 3.45c. 





Pittsburgh Merchant Says ‘‘Future 
Looks Bright’’ 


PITTSBURGH, PA. 
To the Editor: 

Situated as we are in the heart of the iron and 
steel industry, with our mills operating to their full 
capacity, and bona fide business booked to take the 
entire output for months to come, means a period 
of prosperity for every merchant, no matter what 
line he is engaged in. 

A year ago but 30 per cent of the capacity was 
engaged; now mills and furnaces are running full. 
With a pay-roll in this district of a million dollars 
a day, and a monthly tonnage exceeding all pre- 
vious records, the iron and steel trade shows re- 
markable activity, and as new business is coming in 
good volume, the outlook is exceedingly bright and 
we can see nothing but continued activity for the 
six months ending June 30, and the firm optimist 
predicts this condition for the entire year. 

With plenty of work and good wages, it is not sur- 
prising that the holiday trade in this city was the 
largest for several years, and in outside industrial 
communities we have reports of the best Christmas 
week since 1906. 

In expectation of a good spring business, the 
average merchant shows no hesitancy in buying in 
fair quantities and providing in ample time for 
seasonable goods. Even this early we see signs 
of a shortage in many lines, and this shortage will 
become more acute as the season progresses. This 
is due to several causes, as the revival in business 
has apparently caught many of our manufacturers 
“napping,” in that they failed to consider seriously 
the increased demand for iron and steel products, 
and put off their buying until too late, and now they 


must pay the penalty and await their turn in being 
served. 

The embargo on freight to New York City and 
New England points has also delayed deliveries to 
many factories on which the hardware trade is de- 
pendent for a supply of finished goods. 

Other manufacturers who have been fondling 
“war babies” have neglected to provide sufficient 
men and material to take care of their domestic 
business, and now find themselves unable to make 
deliveries within a reasonable time. 

Fortunate indeed is the merchant who has the 
stock in his warerooms. There is a shortage of 
goods to-day, and the law of supply and demand will 
bring about a higher and higher scale of prices, 
particularly on tonnage goods, and this must and 
will affect all hardware and kindred lines. 

The first five months of 1916 witnessed some of 
the lowest prices in the history of the hardware 
trade. The coming spring will show a comparatively 
higher scale and substantial advances as compared 
with the figures ruling a year ago. While on a few 
lines very heavy advances have been made, manu- 
facturers as a rule are very conservative and make 
changes only as forced upon them by increased cost 
of raw material and labor—not as was done in the 
boom year of 1899, when speculation was at its 
height, and when one manufacturer notified the 
trade that, “Owing to the increased cost of iron 
and steel, we are compelled to advance our Wood 
Mouse Traps 10 per cent.” 

With a continued active demand, a satisfactory 
profit should be obtained, and we should all take full 
advantage of the opportunity before us. 

The future looks bright, for “Steel Is King,” and 
this means prosperity. 

JAMES G. LINDSAY HARDWARE COMPANY, 
A. J. Bihler, Vice-President and Treasurer. 
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New England Prepares for the 
National Convention 


DVERTISING the 1916 National Convention, 
which is to be held at Boston, June 13, 14 and 
15, 1916, started with the showing of the four-reel 
hardware moving picture film at Hotel Congress, 
Chicago, Ill., before the Advertising Clubs of the 
World. The film was next taken and shown three 
times at St. Paul, Minn., in the most prominent 
moving-picture house, and since that time has been 
traveling about the country. 

This film consists of the process of manufactur- 
ing hardware in sixteen large establishments in 
New England, and in between comes such scenario 
as the White Mountains, canoeing on the Charles at 
Waltham, the beautiful lilacs at the Arnold Ar- 
boretum, Revere Beach with aeroplanes, and Boston 
Harbor. 

In such cities as Worcester, Springfield and 
Holyoke the film was shown for three after- 
noons and evenings. The last place in New Eng- 
land where it was exhibited was at Plymouth, Mass., 
before the Women’s Clubs and Advertising Clubs 
of Plymouth County. It was then shipped to Spo- 
kane, Wash., and National President Barber was 
surprised to find it there on his arrival, and was 
asked to lecture on the film when it was shown, not 
only at Spokane but at Portland, Ore., and Sioux 
Falls, S. D. 

The film afterward went to the annual conven- 
tion in Michigan, thence to the Hardware Club of 
Chicago, and is booked from that place, where it is 
at the present writing, to the Culver Military Insti- 
tute at Culver, Ind.; Secretary M. L. Corey at 
Argos, Ind., and the Brown & Sharpe Mfg. Com- 
pany of Providence, R. I. 

President Henry M. Sanders has appointed as the 
convention and entertainment committee F. A. 
Chandler, chairman, Boston; C. L. Underhill, Som- 
erville; A. C. Lamson, Marlboro; W. W. Beal and 
H. M. Gordon, Boston, and as an exhibition com- 
mittee C. M. Nichols, chairman, Boston; C. H. 
Stevens, Arlington; C. H. Dwinell, Waltham; H. W. 
Colton, Cambridge, and J. P. Mackey, Brookline. 

Chairman F. A. Chandler has in turn appointed 
the following convention committees: Luncheon 
committee, W. W. Beal, chairman; Ralph Barber, 
Lester Hunter, Ernest C. Farland and E. W. Hinck- 
ley. Pop concert committee, F. A. Chandler, chair- 
man; Ernest Davis, John Robinson, H. G. Cloyes, 
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Paul Burke, J. E. Barnum and John A. O’Keefe. 
Ball committee, C. L. Underhill, chairman; H. G. 
Cloyes, A. P. Hittl, A. G. Bowman, O. C. Alderman, 
A. J. Osborne and C. H. Stevens. Outing commit- 
tee, James P. Mackey, chairman; Charles Marks, 
Daniel R. Campbell, Paul Burke, W. P. Ross and 
John Whitcomb. Committee on automobiles, A. C. 
Lamson, chairman; Hector Gordon, James P. 
Mackey, Nathan Ames and E. H. Kearney. Com- 
mittee on guide, George A. Fiel, chairman; Charles 
Ware, H. G. Cloyes, Chauncy English and F. A. 
Chandler. General guide committee, Hector M. 
Gordon, chairman; C. M. Nichols, Austin G. Brown, 
A. E. Johnston and Raymond Woolf. ? 

The New England Hardware Dealers’ exhibition 
committee is interesting the Department of Com- 
merce of the United States in the fact that the 
hardware men of the nation are to meet in Boston 
at their annual convention in June, and the com- 
mittee wishes to have shown at this time in its 
exhibition building the samples of hardware from 
the markets in all parts of the world which have 
been purchased at a cost of something over $5,000 
by the ten United States commercial attachés in 
the leading trade centers. These samples are now 
on exhibition in the exhibit room in the Bureau of 
Foreign and Domestic Commerce in the Custom 
House Building, New York City. 

Mrs. Henry M. Sanders, in charge of the ladies’ 
convention committee, is planning a royal good time 
for the visiting ladies. It is also planned that at 
the end of the National Convention the annual out- 
ing will be held (on Friday, June 16), probably at 
a shore resort, so that the Western people may 
have the benefit of a full day near the salt water. 
It is also hinted that the annual ball game at the 
outing, instead of being as usual between the 
“Actives” and “Associates,” will this year be be- 
tween the New England team and the National 
Association. 





Bully for Dunning! 


To the Editor: 

Page 86, March 9, Dunning expresses our sen- 
timents to a T. If we must have smoke let’s 
make it ourselves. Second-hand smoke and 
pickled breaths are an abomination. 

Hoyt HARDWARE, 
Wellsville, N. Y. 
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~—Bradley in the Chicago Daily Neivs. 
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The New Stanley Handle 
That Pushes and Pulls 


This Wrought Steel Handle 
shown here in life size is the best 
looking handle on the market. 
It pushes sales while it is pulling 
doors.. Wrap your hand around 
that comfortable grip, and you 
know you have hold of first-class 
hardware. 








Made ot cold rolled wrought 


steel, No. 482 cannot break in 
stock or in use; it takes a beautiful finish; its 
surface is smooth as glass and its edges clean 
cut. Just as wrought steel has forced out 
every other cast article in builders’ hardware, 
so cast handles are bound to be displaced by 
482. 


Its good looks win for it a prominent place on 
the highest grade of work, yet its price per- 
mits of its use on any competitive job. 


You can get 482 in any standard finish. For outside 
work we advise Stanley Sherardized finishes. This 
is a new galvanizing process over which we plate. 
It gives to wrought steel the rust proof qualities 
of solid bronze. 


482 is packed with screws, one dozen in a carton; 
two gross in a case. 


Have your wholesaler send you an assortment. Bet- 
ter get your order in early. 


There is a place for No. 482 on your shelves. 
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STANLEY S47 WORKS 
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Products Being Placed on the Market 
by Hardware Manufacturers 
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Myers Automatic Power 
Spray Pump 


F. E. Myers & Bro., Ashland, Ohio, 
has put on the market the Myers auto- 
matic power spray pump with an auto- 

















Myers automatic power spray pump 


matic pressure governor, duplex 
vertical cylinders and machine cut 
gears. It also has renewable brass 
valves and seats, large stuffing boxes 
fitted with brass glands and followers, 
large air chamber, large crankshaft 
and connecting-rod bearings. 

The automatic pressure governor 
eliminates the release valve and in- 
sures uniform pressure regulation 
and eliminates the unnecessary wear, 
as the plungers and valves are in 
action only when the spray material 
is passing through the nozzles. This 
is accomplished by a simple arrange- 
ment of a combined lever and spring 
on each plunger connecting-rod, which, 
when the pressure reaches a pre- 
determined limit, automatically stops 
the operation of the plunger without 
interrupting the driving power, and 
again permits it to resume operation 
when the pressure falls below this 
limit. 


Hanssen’s New Catalog 


Louis Hanssen’s Sons, 213-215 West 
Second Street, Davenport, Iowa, re- 
cently sent out the 1916 edition of 
“Hanssen’s Unusual Book of Hard- 
ware, Factory, Mill and Contractors’ 
Supplies and Tools.” : 

One of the most novel features of 
this catalog is the fact that all items 
appear in their alphabetical order in 
the same manner as words in a dic- 
tionary. In addition to this there is 
also a complete multiple index. 

At the bottom of nearly every page 
is either a useful rule or formula in 
hardware mathematics, or a_ short, 
pithy quotation or selection. The book 
is well printed and illustrated on good 
quality paper and contains 1116 pages 
in addition to the index. 


Round Oak Booklets 


The estate of P. W. Beckwith, Inc., 
Dowagiac, Mich., manufacturer of 
“Round Oak” stoves, ranges and fur- 
naces, has recently put out two new 
pieces of advertising matter in the 
form of handsome books, 9 x 12 in. 
in size. One is devoted to the “Round 
Oak Chief Range” and the other, en- 
titled “Warmth and Comfort,” deals 
with the “Round Oak” moist air heat- 
ing system. The book describing the 
“Round Oak Chief Range” contains 
sixteen pages. It is printed in two 
colors and shows by means of very ex- 
cellent illustrations and complete des- 
criptions the various important parts 
of the range. Each page is illumi- 
nated with a scene showing the range 
in use. The other book contains 
twenty-four pages of the same style 
as its companion publication, printed 
in the same manner on the same good 
grade of paper. Both books are bound 
in attractive paper covers with illus- 
trations in several colors. 


All-Metal Step Ladder 


The Ashland Mfg. Company, Ash- 
land, Ohio, has recently put on the 
market the “Eureka” all-metal step 
ladder. 

This ladder has sides made of chan- 
nel steel and flat steps of galvanized, 
malleable iron riveted to the sides. 





“Eureka” all-metal step ladder 


The folding shelf is made of channel 
steel. The brace rods are made of 
%4-in. round steel, and the guy chains 
of galvanized bull-dog links. The 
ladder rests on flat floor plates. 

It is claimed that this ladder will 
hold a load of 1000 lb. It is made in 
two sizes, 5 and 6 ft., which list at 
$5 and $6 respectively. 


THE KENTON HARDWARE COMPANY, 
Kenton, Ohio, manufacturer of iron 
toys, has increased its capital stock 
from $50,000 to $100,000. 


“Fitzall” Horse Collars 


The John C. Nichols Harness Mfg. 
Company, Janesville, Wis., has re- 
cently put on the market the “Fitzall” 
adjustable horse collar. The company 

















“Fitzall” adjustable horse collar with 
collar cap removed 


states that this collar is of standard 
construction. The padding stops at 
the top of the draft. The face, rim 
and back leather are stitched together 
to form broad bands which complete 
the top of the collar. These bands 
are punched with a double set of holes. 
There is a collar cap on which are two 
posts. These fit through’the holes, 
making possible four adjustments. 
This collar cap is a solid leather pad 
reinforced with a broad metal plate. 
It is hung by flexible bands and ad- 
justs itself to the movement of the 
horse’s neck. 

The most valuable feature of this 
new horse collar, it is pointed out, is 
the fact that it eliminates many of 
the sizes which ordinarily have to be 
carried in stock, as each collar can be 
adjusted to four different. sizes, each 
of 1 in. variation. These collars are 
made in various qualities ranging 
from $2.50 to $6 each. 


Stainless Steel Blade Table 
Cutlery 


The Meriden Cutlery Company, 
Meriden, Conn., and 71-73 Murray 
Street, New York, has just introduced 
a stainless steel blade table knife 
with ivory finish, celluloid handle. 
The blade of this type of knife, the 
company claims, is made from 4a 
special formula steel, of homogeneous 
character throughout, that will take a 
good cutting edge and not rust or 
stain. This provides a knife that will 
cut well and save housekeepers the 
labor of continually polishing the 
metal. The advantage claimed for 
this blade over the silver plated blade 
is, that if the latter is ground there 
eventually follows a dark edge that 
soon becomes unsightly. 
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A Dozen To Each 


Carpenter-Contractor 


That in itself wouldn’t be a 
bad business, considering the 
No. 261, same construction as No. 231, except ° 
sway-braces are riveted to side of top bar. Made num ber of Carpenters in your 
in three sizes. 
town. 








MN bt 


And there are many live deal- 
ers that have done even better 
than a dozen to each carpenter. 
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Mr. Giesenhagen says: “I have been 
using them the past season and can say 


, ‘ 9 
that they will save their cost ina season. 4 Steel Folding Builders’ Brackets 
because you don‘t have to waste any . ° ° 

lumber for scaffolds, nor rebuild them sell and satisty—give Service and 
every job like a wood bracket, and don’t 

need a hay-rack to haul a dozen or two repeat. 

like with the wood brackets.” 


The strongest and best made 
builders’ bracket on the market. 


Write for full information. 






BRANCHES: 


New York 
Chicago 


Boston 
Philadelphia 
St. Louis 


Doo 
Minneapolis eS e MANUFACTURING Co. Fy ‘ ae - 
Los Angeles AURORA ILL.U.SA. 


Richards-Wilcox Canadian Co., Ltd., London, Ont. 


FOLDED 
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The knife described may be ap- 
propriately used with silver-plated 
forks; forks to match not yet ready 
are now in process of manufacture. 

At present the medium size is 
ready and the company expects to 
have forks to ship before long and 
dessert knives a little later for which 
orders are now being taken. 


Louden Sanitary Hog Pen 


The Louden Machinery Company, 
Fairfield, Iowa, has recently placed on 
the market the Louden sanitary hog 
pen, which is made entirely of metal. 
It is constructed for the most part of 
steel tubing. The top and bottom 
rails, corner posts and gate posts are 
of 15%-in. steel tubing. The upward 
uprights and stanchion bars are 
11/16-in. steel tubing. The top and 
bottom rails are connected to the 
corner posts by the Louden corner 
couplings and the fillers are connected 
to the top and bottom rails by Louden 
grip clamps. 

A swinging panel in the front is set 
over the trough in such a manner that 
the panel can be swung either to the 
inside or the outside of the trough 
and be locked in each position. 


“Six-In-One” Wobbler 


The Hastings Sporting Goods 
Works, Hastings, Mich., have recently 
put on the market the Wilson “Six-In- 
One” wobbler. This bait is made with 
an adjustable diving guide which may 
be set in any one of six different posi- 
tions. One position will cause the bait 
to skim on the surface of the water, 
it is claimed, and the other positions 
will cause the bait to travel in the 
water at various depths to a maximum 
of 6 ft. In addition to this each change 
in the position of the diving guide 
gives the bait a different wobbling 
movement. This guide is made of 
metal and can be fastened securely 
and positively in any one of the six 
positions. The body of the bait is 
made of selected red cedar, beautifully 
finished in a very durable enamel. All 
metal parts are of brass, nickel-plated. 

It has also recently been announced 
that for 1916 the entire line of 
Wilson’s wobbler baits will be fur- 
nished in six fancy colorings in addi- 
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The Wilson “Siz-In-One” wobbler 


tion to the six solid colors formerly 
supplied. These new colorings are 
frog, perch, white body with fancy 
green and red spots, rainbow, light 
green crackle back and red stripes on 
green back. 


THE REMMERT VACUUM CLEANER 
ComMPANY, St. Louis, Mo., has been in- 
corporated with a capital stock of 
$50,000 by Albert Marks, William 
Remmert and C. E. Scoles to manu- 
facture vacuum cleaning apparatus. 
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Louden sanitary hog pen 


Engman-Matthews Ranges 


The Engman-Matthews Range Com- 
pany, South Bend, Ind., has recently 
placed on the market two new ranges. 

















Engman-Matthews combination coal and 
gas range 


One of these, a combination coal and 
gas range, with a top cooking surface 


of 50 by 29% in., and a weight of. 


580 Ib., has four No. 8 or No. 9 lids 
for coal, three regular, one giant and 
one simmering burner for gas. Ii has 
a regular 18-in. oven for coal or gas 
which can be used with either or both 
without removing the burner. It can 
also be furnished with or without a 
boiler. 

This range combines the advantage 
of a good gas stove with all the dis- 
tinctive features of the “Range Eter- 
nal,” which is the name the company 
gives to its coal ranges. Each part is 
really a stove in itself and can be used 
separately or together as desired. 

The other new range is a full white 
tile “Range Eternal.” Any range 
made by this company can be now 
fully equipped with white porcelain 
enamel panels at a small extra cost, or 
it can be equipped with a splasher 
back, closet, ash pan, oven or reser- 
voir panels separately as desired. 


“Star Never-Sag” Gate 


The Dwiggins Wire Fence Com- 
pany, Anderson, Ind., has _ recently 
put on the market the “Star Never- 
Sag” gate. The braces used in this 
gate, the company claims, are made of 
heavy steel and the cross pieces of 
good quality lumber. 

One of the most distinctive features 
of this gate is the method of hanging. 
The hinges and braces are combined 
so that the top hinge passes along 
and is fastened to the top board of 
the gate for a distance of 6 ft. This 
hinge is also bolted fast to the steel 
frame at the end of the gate. The 
lower hinge is bolted on the steel 
frame at the end of the gate, passes 
up over the boards in the gate at an 
angle; to further strenghten both the 
gate and the hinge, this lower hinge 
is bolted fast to the top hinge in 
the center of the gate. This, the com- 
pany points out, successfully prevents 
the gate from sagging and makes 
the hinges themselves exceptionally 
strong. The hinges are of special de- 
sign. 

The gate is also equipped with the 
“Star” automatic gate lock, which the 
company claims cannot be opened by 

















“Star Never-Sag”’ gate 


stock. When the gate is swung the 
lock automatically fastens. Two of 
these catches are used on each gate. 

This gate is equipped with hooks so 
that a string of barb wire can be 
used across the top. 


THE STANDARD Nut & Bo.t ComM- 
PANY, Valley Falls, R. I., is planning 
an addition, 70 x 80 ft., two stories. 
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STANDS FOR 


PERFECTION 
SPARK PLUGS 


A Word to the Hardware Dealer 


Figuratively, the auto accessory department is yet in its infancy, as applied to the hard- 
ware trade; yet, like the automobile industry in general, it is the greatest prodigy that 
has ever crept into the “‘infant’’ class. 


There is a profit in motor accessories that you cannot consistently shut your eyes to. 
There is everything to gain—nothing to lose, but— 


You must take advantage of the vicissitudes that the accessory field before you has suffered. 
More good profits have been dissipated through the penny-wise pound-foolish theory that 
price is the primary consideration with the motorist. Quality survives all else and the 
dealer who will resolve to turn his back on the product that has only “price” as its bid 
for favor will establish that which no man, no condition, no power, can deprive him of— 
a reputation for marketing that which can only reflect sincerity of purpose on the part 
of the merchant. 











In five years 








In five years the daily 
The V-Ray Co. output of 
has grown V-Rays 
from a has grown 
10 x 12 foot f 
rom an acorn 
Hole in the 
toa 
Wall stately oak; 
to its present from 50 plugs 








pretentious per day to 


building. 4000. 





WHAT DO WE DO FOR THE DEALER? 

Ask your jobber (if he hasn't it, ask us) for our pamphlet relating 
to the animated Electric On-&-Off Window flash sign. It not onl 
will move V-Rays at a gratifying and profitable pace, but it will 
immediately acquaint your customers with the fact that you are 
catering to them—that you want their business on automobile 
accessories. 

This pamphlet, on reverse side, also covers our unique QUANTITY 
discount system, in the form of TRADE CERTIFICATES. It is the 
cleanest cut and most liberal proposition yet put up to the hard- 
ware dealer. 


We also have, for your use, attractive large spark plug charts, metal signs, various 
literature, in fact a host of “helps” that will make for a bigger, better and more profitable 
accessory department. It is to our interest to help you. 


17 MORE PAGES TO FOLLOW IN HARDWARE AGE 
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“Kwik-Edge” Knife Sharp- 
ener 


Schuchardt & Schutte, 90 West 
Street, New York City, have recently 
put on the market the “Kwik-Edge” 




















“Kwik-Edge” knife sharpener 


knife sharpener. This device consists 
of a grinding wheel of special compo- 
sition, on each side of which are 
two bevelled steel discs. These are 
fastened securely to a metal body 
which can be clamped on the table. 
The knife is drawn on each side be- 
tween the metal disc and the grinding 
wheel. It is claimed that this wheel 
will give a knife a very keen edge and 
will not impair the temper of the 
finest steel. 

The “Kwik-Edge” knife sharpener 
retails for 25c. One dozen are mounted 
on a handsome display card, which 
shows one in actual use. A “Kwik- 
Edge” sharpener to retail for $1 is 
also made for store use with a coarse 
and fine wheel. 


“Auto-Spray” No. 5 


The E. C. Brown Mfg. Company, 
Rochester, N. Y., has added to its line 
of spray implements the “Auto-Spray” 
No. 5, which is a small double-acting 
hand pump that gives a continuous 
spray. It consists of a brass tube and 
plunger equipped with two handles 
and a 3%-ft. rubber hose. The hose 
is placed in a pail or tank of any kind 
and the handle moved back and forth 
along the tube. The result is a fine 
spray that can be directed at the will 
of the operator. This pump can also 

















“Auto-Spray” No. 5 


be furnished with an extension with a 
curved end for use in spraying field 
crops. 

The pump is made entirely of brass. 
The valves are so arranged that they 
may be instantly changed. It is 
claimed that a very high pressure can 
be obtained with this pump. The auto 
spray No. 5, pump, hose, nozzle and 
strainer complete sells for $4.50. 


THE COLT’s PATENT FIREARMS MFG. 
CoMPANY, Hartford, Conn., has se- 
cured a permit to erect a building, 60 
x 224 ft., four stories. 


Baker “Bi-Car” 


The W. J. Baker. Mfg. Company, 
Newport, Ky., recently put on the 
market the Baker “Bi-Car” which is 
propelled by action similar to that 
used in rowing. 

The Baker “Bi-Car” is made with 
roller bearings. It is equipped with 
8-in. front wheels and 12-in. back 
wheels with all-steel wire spokes. It 
has %-in. rubber tires. The axles are 
very strong, the company points out, 
and the frame is made of high carbon 
steel strongly braced, which will carry 
loads up to 200 lb. The wheels are 
finished in imitation nickel and the 
balance of the machine is enameled a 
bright red. The seat is trimmed in 
gold and highly polished. The length 
over all is 35% in. and the width 20 
in. The gears are protected by a 
guard. 

One of the features to which the 
company calls attention is the long 

















Baker “Bi-Car” with tongue folded back 


tongue which folds back when not in 
use, but which can be used to pull the 
car. 


Hess Desk-Knife Blade 


Hess & Son, 1031-33 Chestnut 
Street, Philadelphia, Pa., has recently 
put on the market the Hess desk-knife 

















Hess desk-knife blade 


blade. This device will fit into any 
penholder and it is especially useful 
for sharpening pencils, erasing ink, 
cutting clippings, string, etc. One 
edge is shaped very much like a knife 
blade and the other in a sharper curve. 
Both edges are sharpened to a keen 
bevel edge. 

This device is made of very good 
quality steel, it is claimed, and will 
hold its edge for a long time. 


Stove Advertising Book 


The Detroit Vapor Stove Company, 
Detroit, Mich., has recently put out a 
dealers’ advertising book of distinctive 
advertisements featuring the Detroit 
vapor stove for oil and gasoline. These 
advertisements are furnished in elec- 
tro form in various sizes to suit the 
purposes of almost any dealer, and 
are illustrated with well-worked-out 
drawings. 
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“Harris Governor” Pulley 


The National Pulley & Mfg. Com- 
pany, Chicago, Ill., manufactures the 
“Harris Governor” pulley, which is de- 
signed especially to be used in con- 
nection with the operation of cream 

















“Harrie Governor” pulley 


separators and other farm imple- 
ments. It is made, the company 
states, of the best gray iron and steel. 
It is built up on a substantial base, 
having bearings at each end of the 
shaft, which are large, babbited and 
fitted with grease cups. The large 
pulley is 9 in., the next 4 in., and the 
small one 2% in. in diameter. It is 
also equipped with a very convenient 
hand-wheel adjustment, with a_ lock 
wheel, so that once adjusted it will re- 
main in proper adjustment until 
changed. It has a wide, heavy base 
with four bolt holes. 


Stanley Spoke Shaves 


The Stanley Rule & Level Company, 
New Britain, Conn., has recently put 
on the market two new spoke shaves. 
The distinctive and important feature 
of both is the method of adjustment. 
This adjustment can be made quickly 
and accurately, it is stated, both end- 
wise and sidewise by means of the 
two adjusting screws which engage 
the slots near the top of the cutter. 
The lever cap fastens the cutter in 
such a manner as to bring an even 
pressure on the cutting edge. 

The cutters, the company states, are 
made from a high grade of steel, well 
tempered and sharpened ready for use. 
The handles are japanned and through 
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Stanley No. 151 spoke shave 


each a hole is made to enable the 
owner to hang the tool. No. 151 has 
raised handles and No. 152 straight 
handles. 


THE CraRY Toot ComMPANy, Mil- 
waukee, Wis., has been organized to 
manufacture chisels, pliers, wrenches 
and similar back tools. The capital 
stock is $30,000 and the incorporators 
are John M. Hoerl, George Haubert, 
William C. Garent and George E. 
Garent. A workshop will be estab- 
lished at once on the South Side of 
Milwaukee. 
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Remember 


ASBESTOS 





T is the outward mark of the internal quality found only 
in GARCO Asbestos Brake Lining. It is your protection— 
your guarantee that when you replace other brake band 

lining with GARCO your customers will come back ‘to you 

every time they are in the market. 





Garco Brake Lining is woven throughout of high-grade long fibre 
asbestos. It is strongly re-enforced with brass wires; treated with. our 
secret solution that renders it impervious to oil, water, gasoline, grease 
or dirt. 


More material enters into the construction of Garco than the average type 
of lining. It is formed to exact thickness under heavy pressure. Garco 
is most dependable under severe conditions. It will not heat or burn; it 
is so firmly woven that it may be drilled for the insertion of rivets, and 
down to the last paper-like thinness it presents a most dependable and 
efficient braking surface. . 


In addition to a full line of Brake Band Lining we manufacture a special 
type of Lining for Ford Transmission bands put up in rolls and in com- 
plete sets with rivets. Also a full line of other Asbestos Automobile 
Specialties. 


GARCO Brake Band Lining is sold only through your Jobber 
but we will gladly give you full information on request. 
Write us today for interesting literature and attractive 
dealers’ offer. 


General Asbestos & Rubber Co. 


Main Offices and Factories, Charleston, S. C. 


Branches at 
58 Warren Street, New York 312 Ist Avenue, Pittsburgh 
530 Golden Gate Avenue, San Francisco 





Brake Lining 
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Velvet Shock Absorber 


The John W. Blackledge Mfg. Com- 
pany, 341 East Ohio Street, Chicago, 
Ill., has recently put on the market 

















Velvet shock absorbers for light cars 


a special model shock absorber for 
light cars. The company states that 
this device embodies the velvet multi- 
ple-coil principle and is made for all 
cars weighing less than 3500 Ib. 
having %-semi-elliptic or platform 
springs. 

The velvet shock absorber is made 
of high quality coils with covers of 
drawn steel black-enameled. The top 
and sliding blocks are of malleable 
iron black-enameled. It is thorough- 
ly serviceable, it is pointed out, in 
every particular, and cannot rattle or 
allow side sway. This shock absorber 
retails for $25 a set. 


O-So-Ezy Polish Standard 
Automobile Equipment 


The O-So-Ezy Mop Company, De- 
troit, Mich., has recently announced 
that a number of large motor car 
manufacturers have added a can of 
O-So-Ezy cedar oil polish to the 
equipment of their cars. Among these 
are the Detroit Electric, Oldsmobile, 
Reo, Chevrolet, Winton, Chalmers, 
Maxwell, Paige, Grant, Hupmobile and 
Mitchell. These concerns now pack a 
ean of this product in the tool kit of 


each car. 
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“Jefferson” Magneto Lamp 
Regulator for Ford Cars 


Asch & Co., Inc., 1779 Broadway, 
New York City, are distributors for 
the “Jefferson” magneto lamp regu- 
lator, which is designed primarily to 
allow multiple wiring in a Ford car. 
When this regulator is installed it is 
claimed that each light can be oper- 
ated separately and independently of 
the others. If one light goes out the 
others are not affected. 

The use of the “Jefferson” regu- 
lator also allows the installation of 
6-volt lamps in multiple instead of the 
present 9-volt series system. The 
“Jefferson” regulator safeguards the 
lamp from burning out when running 
at a high rate of speed and increases 
the lighting effect when the car is 
running at a low speed. It is also 
equipped with a voltage tap for dim- 
ming the lights for city driving. 

Full -instructions accompany each 
regulator. It is claimed that it can be 
very easily installed. The retail price 
is $2.50 and the device weighs only 
2% Ib. 


Auburn Valve Lifter 


The Auburn Ignition Mfg. Com- 
pany, Auburn, N. Y., has recently put 
on the market a one-piece self-adjust- 
ing valve lifter. This device is made 





PETE, * Foe eh 
: wes ae 














Auburn valve lifter 


of malleable iron and is of the lever 
type. It has no loose springs or parts. 
It can be used on practically all cars, 
the company points out, and the price 
at which it sells is exceptionally low. 


THE NATIONAL RUBBER & SPECIAL- 
TIES COMPANY, Winton Place, Cincin- 
nati, Ohio, has been incorporated with 
$25,000 capital stock by G. W. Drach 
and others to manufacture vulcan- 
izers and specialties. Only special 
equipment will be required. 
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Radiator Ornament Fan 


The Robbins & Myers Co., Spring- 
field, Ohio, has announced to the trade 
recently a radiator ornament built in 

















Robbins 4 Myers radiator ornament fan 


the form of a Robbins & Myers elec- 
tric fan. The fan is operated by the 
air currents caused by the motion of 
the car, and will spin swiftly at the 
lowest car speed. The speed of rota- 
tion increases rapidly as the rate of 
the car increases. 

The body of the fan is finished in a 
polished, baked gloss : black enamel, 
and the blades are furnished either 
in nickel or polished brass as desired. 
It is very sturdy in construction. 

The screw is threaded in the base 
of the fan and to mount it the only 
necessary operations are to drilla \%4- 
in. hole in the radiator cap, place the 
fan in it, insert the screw and turn 
it up tight. 

If the shape of the radiator cap is 
such that it is not convenient to mount 
the fan directly on it, a special bracket 
can be furnished with clamps around 
the radiator filler tube. These are fur- 
nished for various makes of cars. This 
fan sells for $1.50. 


THE LEARY MUFFLER COMPANY, 
Boston, Mass., automobile accessories, 
has been incorporated with capital 
stock of $100,000 by D. Earle Osgood 
and William W. Peck. 
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“I Personally Recommend 
Sparton Safety Signals” 


NY HARDWARE MAN can em- 
phasize this and know that behind his 
‘ own conviction of quality is the mature, 
unbiased judgment of forty of the world’s 
ablest automobile engineers. 





Wisdom insists that your customer * * * who 
possibly is your friend * * * should safeguard 
his car with the same “fool-proof,’ “wear-proof,”’ 
“danger-proof” signal that the leading motor-car 
builders assert is best by using it as standard equip- 
ment. 


There is a clean, worth-while profit in every Sparton 
sale. Let us tell you the rest of this interesting, 


fact-story. 


The Sparks-Withington Co. 


Jackson, Mich., U. S. A. 
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New Handlamp Battery 


The Interstate Electric Novelty 
Company, 29 Park Place, New York 
City, has recently put on the market 
a 3-volt battery of the same shape and 
size as the usual 6-in. 1%-volt bat- 
tery used in the hand lamp now on the 
market. This new battery, it is 
claimed, gives twice the light and will 
last four times as long as the ordi- 
nary dry cell. The company states 
that with this battery the average 
hand lamp and bicycle lamp gives an 
exceptionally bright light, and that 
the cost of operation is reduced a 
great deal by its efficiency. 


Grus Emergency Non-Skid 
Chains 


The Grus Leaf Spring Oiler Com- 
pany, 5218 Wayne Avenue, Chicago, 
Ill., has recently announced the Grus 
emergency non-skid chain, which can 
easily be attached around a tire and 
spoke when needed, and is easily taken 
off when not needed. 

By using this device, the company 
points out, it is unnecessary to have 
chains on the tires except in cases of 
emergency, as the chain can be easily 
and quickly removed. They grip 
firmly with play that can be regulated 
to suit. It is claimed they prevent 
slipping and skidding. 

















Grus emergency non-skid chain 


Grus emergency non-skid chains fit 
any wheel or tire. They are packed 
in sets of four or six pairs in a bag, 
sufficient for both rear wheels. 
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“Eureka” automobile jacks. Left to right. i 0°. 9, No. 8, “Eureka King” and “Eureka 
t 


“Eureka” Automobile Jacks 


The Ashland Mfg. Company, Ash- 
land, Ohio, has added four new 1916 
models to the “Eureka” line of auto- 
mobile jacks and tire savers. 

The new feature is the sliding re- 
versible member directly underneath 
the handle. This controls the raising 
and lowering of the rack bar, and the 
throwing out of the mesh of the pawls 
of the rack bar, so as to release the 
mesh and allow it to drop instantly. 

The No. 8 “Eureka” has a malleable 
iron base and a steel rack bar with 
machine cut teeth. It raises and low- 
ers the load on both the upward and 
downward stroke of the lever and the 
weight of the load rests on two pawls. 
The adjustment is from 10 to 17-in. 
and the weight 5 lb. The capacity is 
one ton and the retail price $2. 

The No. 9 “Eureka” ratchet is the 
same style and construction as No. 8, 
except that it has a double lift fea- 
ture. This has an adjustment of 
from 7 to 17-in. and weighs 5 lb. It 
also has a capacity of one ton, but the 
retail price is $2.50. 

The “Eureka King” is a combina- 
tion of the ratchet and screw type of 
jack. It has a continuous lift on both 
upward and downward stroke. The 
adjustment is from 9 to 19%-in. and 
the weight is 7 lb. It has a capacity 
of 2 tons and sells for $3.50. The 
“Eureka Atlas” has a base which is 
molded in one piece to hold all the 






































Above, the “W. @ C.” shock absorbers on front springs; below, the shock absorbers on 
rear springs 


working parts. It has a continuous 
lift on both upward and downward 
stroke, and has very few parts. It is 
made in three sizes with an adjust- 
ment of from 8 to 17-in., 11 to 18%- 
in., and 7% to 18% in., with respect- 
ive capacities of 1 ton, 1% tons and 
1% tons. The prices are $1.25, $2 and 
$2.20 each. 


“Auto-Truck” Chain 


The Herman Mfg. Company, 1420 
Pennsylvania Avenue, Washington, 
D. C., has recently put on the market 

















“Auto-Truck” chain 


the “Auto-Truck” chain, which is 
made of special twist short lengths 
made of the highest grade case-hard- 
ened steel. It is pointed out that short 
twisted lengths are very easy on the 
tire and reduce the jar. 

The cross chains are double and 
link together on two strap rings, per- 
mitting the worn links to be shifted 
from the center. In this way the wear 
on the links is uniform. 

These chains are buckled on with a 
heavy web strap and can be put on 
or taken off very easily. The only 
fastening is a simple buckle. 


“W. & C.” Shock Absorbers 


The Philip H. Webber & Co., 
Hoopeston, Ill., manufacture the “W. 
& C.” shock absorber which is built on 
the cantilever type. 

This device consists of two levers 
and two springs for each absorber. 
One end of this device is fastened to 
the axle and the spring secured a short 
distance from the end, making a short 
fulcrum on the lever which extends 
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“TOLEDO MADE FOR THE WHOLE WORLD'S TRADE 


Dependable Spark Plugs 


ERE is the ofhcial estimate of 

the Automobile Chamber of 
Commerce on automobile produc- 
tion this year. 


The manufacturers of one hun- 
dred other cars will equip this year 
exclusively with Champions. 








Their production will exceed 120,- 
000 cars. 


So of all the automobiles pro- 


One million four hundred thousand 
cars 


Of these, over a million will be 
Fords, Overlands, Studebakers and 
Maxwells, equipped with Champion 


duced this year it 1s apparent that 
more than four out of five will be 
dependably equipped—with Cham- 





Dependable Spark Plugs. 


pions. 


Champions have been selected by one hundred 
and more manufacturers because their exhaustive 
tests have shown that the Champions designed 
for their motors gtve the best results. 


Remember their conclusions when you order 
your stock of plugs. 


Champion Spark Plug Company 
1507 Avondale Avenue, Toledo, Ohio 

















104 


toward the inside of the chassis. On 
the end of these levers are attached 
strong springs which lessen the shock. 
The method of operation is clearly 
shown by the illustration. The double 
springs stop the triangular pull that 
wears the bearings and the top of 
the main springs, it is claimed, is re- 
lieved of the strain that causes break- 
ages. A set of four retails for $12.50. 


“Hart-Bell” Carbon Re- 
mover 


The Utility Products Company, Inc., 
1407 Times Building, New York City, 
manufactures the “Hart-Bell” carbon 
remover. This device conveys water 
from the outlet water pipe to the in- 
take manifold. This water is admit- 
ted into the cylinder, where it is con- 
‘ verted into steam and superheated. 
The live steam, which has the same 
action as an oil solvent, — readily 
loosens the carbon, which is then 
forced out in a heavy black smoke 
through the exhaust. 

This device is fitted with a three- 
way valve, so that it can be opened to 
the water, air, or can be shut off. 
When the valve is opened to the air 

















carbon remover 


“Hart-Bell” 


an auxiliary supply is insured. The 
carbon deposit is due to imperfect 


combustion which takes place when. 


not enough oxygen is present. This 


device, then, the company states, not 


only cleans the cylinders of carbon if 
so desired, but by allowing larger 
quantities of air to reach the cylinder, 
minimizes the amount of carbon de- 
posit which accumulates. 


Giant Searchlight 


The Culver-Stearns Mfg. Company, 
Worcester, Mass., has put on the mar- 
ket the Giant searchlight, which the 
company describes as a strong, power- 
ful searchlight of good appearance 
that can be sold at a low price. The 
reflector is made of brass, silver-plated 
over nickel and when fitted with a ni- 
trogen bulb and properly focused gives 
an extremely powerful light, it is 
claimed. The shell is made of steel, 


finished in dull black enamel. The 
bracket is made of malleable iron with 
a universal joint so that the light may 
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Giant searchlight 


be thrown in any direction. It has a 
single point switch, which gives posi- 
tive control to the light at all times. 


Pritzlaff Automobile Supply 
Catalog 


The John Pritzlaff Hardware Com- 
pany, Milwaukee, Wis., has recently 
sent out to the trade a 1916 catalog of 
automobile supplies and accessories. 
This catalog is a supplement to the 
large hardware catalog issued by this 
company and is known as Department 
No. 9-A. It contains 110 pages and 
illustrates and describes a complete 
line of automobile accessories. It is 
printed on thin but good quality paper 
with a large number of excellent illus- 
trations. 


“Reliance” Pocket Auto 
Snip 


The W. H. Compton Shear Com- 
pany, Newark, N. J., has recently put 
on the market the Compton drop- 
forged steel “Reliance” pocket auto 
snip. The blades of this tool are made 
of bar tool steel with blue-finished 
handles. The tool is exceptionally 
heavy, and is made for all-around 
work, but is especially valuable, it is 
stated, for the automobilist. It will 
cut straight and irregular shapes, and 
the handles are formed to give great 
leverage and strength. 

This tool is full nickel-plated and is 




















“Reliance” pocket auto snip 


7% in. long. The length of the cut is 


-2 in., and the list price per pair 


is $1.05. 


THE DIAMOND LINK FENCE CoMm- 
PANY, Boston, Mass., has been incor- 
porated with capital stock of $10,000 
by Alfred L. West, Mary C. Booth 
and William G. Burns. 


Hardware Age 


Premier Electric Vulcanizer 


The Premier Electric Company, 
4035 Ravenswood Avenue, Chicago, 
Ill., manufactures the Premier auto- 
matic vulcanizer, which is designed to 
operate from a storage battery or 
from a 110-volt lighting circuit. It is 
equipped with an automatically ope- 
rated thermostatic cut-off which con- 
trols the temperature. It is impos- 
sible to overcure or burn the repair, 
it is claimed, as the electric current 
is automatically cut off entirely the 
instant the vulcanizer attains the cor- 
rect amount of heat to properly vul- 
canize the repair. 

The Premier is very small and com- 
pact and weighs approximately only 
2 lb. Included with this set are repair 
tools for holding the cut open during 
the cleaning and repairing of tire cuts 
and casing repairs, scissors for cut- 
ting up the Para rubber gum, a tube 
of quick-curing cement, a piece of em- 
ery cloth for cleaning and roughening 
the rubber and wax papers to put over 
the repair when the vulcanizer is ap- 
plied to prevent the vulcanizer stick- 
ing. The entire cost of the outfit is 
$3.50. 

The Premier automatic electric vul- 
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Premier electric vulcanizer 


canizer is also furnished with an ap- 
proved type of connecting cords and 
connectors and a separate base for 
holding the vulcanizer when not in use. 
This model sells complete for $5. 


JERNIGAN & HALTWANGER, purchas- 
ing agents and representatives and 
distributors of hardware and build- 
ers’ supplies, have opened an office at 
Montgomery, Ala., and request cata- 
logs from manufacturers and jobbers. 
Both members of this firm have been 
connected with the Tullis Hardware 
Company of Montgomery, Ala. 


THE CANADIAN BRUSH MACHINERY 
CoMPANY, LTp., Walkerville, Ont., has 
been incorporated with a capital stock 
of $50,000 by William G. Lieburg and 
William M. Swan, both of Detroit, 
Mich.; John H. Coburn and others of 
Walkerville, Ont. 
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FISK—A Quick 
Moving Tire Line 


OU can be sure of Fisk Tires— 
sure you want to put your repu- 
tation back of them. 


You have a full line, all sizes, 
in Plain Tread, Grey Non-Skids 
and the handsome, exclusive, Red 
Top Non - Skid with red tread and 


contrasting side walls. 


It’s a lively, me , quick-moving line. 
Fisk Grey Non-S ‘d prices are still less 
than the Plain Tread prices of many other 
standard makes. 


100 Branch Houses, scattered throughout 
the United States, offer the opportunity for 
every dealer to do business direct with the 
Fisk Rubber Company of N. Y. 


Each Branch renders Free Fisk Service 
to all motorists, regardless of the make of 
tire used—a wonderful selling factor! This 
Service includes changing tubes and casings, 
inflation, inspection, advice, in- " 
struction —all absolutely free. 

Fisk Service begins where other 

tire makers leave off. 


That is the kind of a Company 
with which you want to join 
forces ! 


If interested, write at once to Dept. H 
for the Fisk Dealer Plan. 


THE FISK RUBBER COMPANY 
of N. Y. 
Chicopee Falls Massachusetts 
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MARSHALL, ARK.—The Farmers Mercantile Company 
— its name to the Searcy County Hardware Com- 

WEST PALM BEACH, FLA.—The East Coast Hardware 
Company has been incorporated by F. E. Masland, president 
and W. E. Frost, secretary and treasurer. Catalogs requested 
from manufacturers and jobbers, particularly those covering 
automobile accessories. 

MEADE, KAN.—R: F. Todd and H. P. Stalder, who have 
been employed in the hardware store of W. P. Casteen for 


Many years, have purchased an interest in the business. 





The firm name will remain unchanged, and a larger and more 
complete stock will be added. 


PRETTY PRAIRIE, KAN.—The Western Hardware & Im- 
plement Company has been incorporated with a capital stock 
of $10,000, to deal in belting and packing, buggy whips, chil- 
dren’s vehicles, churns, cream separators, cutlery, electrical 
household specialties, fishing tackle, furnaces, galvanized and 
tin sheets, gasoline engines, harness, heating stoves, heavy 
farm implements, hea hardware, home barbers’ supplies, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, pumps, ranges and cook stoves, ag gi om sewing 
machines, shelf hardware, sporting goods, tin shop, wagons 
and buggies and washing machines. 

FILER, IDAHO.—The Snyder Hardware Company has 
moved into its new store building. 

CHENOA, ILL.—W. H. Bruce has started in the hardware 
business, carrying a stock of builders’ hardware, galvanized 
and tin sheets, heavy hardware, mechanics’ tools, paints, oils, 
varnishes and glass, prepared roofing, pumps, ranges and cook 
stoves, and washing machines. 

NEW CARLISLE, IND.—Burden Bros. have bought the 
stock of Guy R. Smith. 

WILKINSON, IND.—Miller & Slaughter have succeeded 
Miller & Co. 

ELBERON, IOWA.—J. J. Shanda has disposed of his stock 
of builders’ hardware, cutlery, fishing tackle, heavy hardware, 
ranges and cook stoves and washing machines to A. N. 
Parizek. 

FERTILE, IOWA.—Carl Sheimo and Benjamin Nelson 
have bought the implement business of Lang & Onverson, and 
the name of the firm has been changed to Sheimo & Nelson. 

LA PORTE CITY, IOWA.—The E. G. Moon Hardware 
Company stock and building have been sold to Wallace 
Franklin and S. J. and William St. Clairs, who will continue 
the business under the name of St. Clairs & Franklin. The 
stock will consist of a line of automobile accessories, baseball 
goods, bicycles, buggy whips, builders’ hardware, building 
paper, churns, cream separators, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, Ivanized and tin sheets, heating stoves, 


heavy hardware, home barbers’ supplies, kitchen housefur- 


nishings, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, 
ranges and cook stoves, refrigerators, shelf hardware, silver- 
ware, sporting goods and washing machines. 


WOODBINE, IOWA.—J. E. Case is in possession of the 
hardware store formerly conducted by Young & Kibler. 


BROOKLINE, MASS.—J. J. Morgan will open a hardware 
store at 296 Harvard Street. He will carry a stock of hard- 
ware, paints and electrical goods. 

CLINTON, MASS.—E. O. Pratt, who has been in business 
at the same location for many years, will, about April 1, 
move to 119-121 High Street. The new quarters will give him 
larger floor space. A line of stoves, refrigerators and wash- 
ing machines will be added to the regular stock. 

MILFORD, MASS.—Cass Bros. have moved to 61 Main 
Street, where a complete stock of automobile a ries, 
baseball goods, buggy whips, builders’ hardware, building 
paper, children’s vehicles, cutlery, dairy supplies, dog collars, 
electrical household s ialties, fishing tackle, galvanized and 
tin sheets, heavy hardware, lubricatin oils, mechanics’ tools, 
paints, oils, varnishes and glass, poultry supplies, prepared 
roofing, pumps, shelf hardware, sporting goods, toys, games 
and washing machines will be carried. 

GAGETOWN, MICH.—Vaughan & Clark, dealing in hard- 
ware and implements, have dissolved partnership. F. L. Clark 
has taken over the implement stock, and H. M. Vaughan will 
continue the hardware department under his own name. 
Catalogs requested on hardware. 

ODESSA, MO.—The Allen & George Hardware Company 
has opened a store and will deal in automobile accessories, 
bathroom fixtures, belting and packing, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cream 
separators, cutlery, dairy supplies, dog collars, dynamite, 
electrical househoid specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware, lubricating oils, mechanics’ tools, plumbing depart- 
ment, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, tin shop, wagons, buggies and 
washing machines, on which catalogs are requested. 

CEDAR BLUFFS, NEB.—The hardware stock of J. D. 
Martin has been bought by Julius Holst. 

DARR, NEB.—C. B. Diefenbach has disposed of his stock 
to the Darr Mercantile Company. 

HOWELLS, NEB.—The hardware store of Joseph Novak 
has changed hands. Baumert & Bogner, the purchasers, re- 

uest catalo on the following: Baseball goods, bathroom 
xtures, belting and packing, bicycles, bugzy whips, builders’ 
hardware, building P sare, children’s vehicles, churns, cream 
separators, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, furnaces, furniture 
department, lvanized and tin sheets, gasoline engines, ham- 
tentn, heating stoves, heavy farm implements. 

heavy hardware, home barbers’ supplies, iron beds, kitchen 
cabinets, kitchen housefurnishings, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
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plumbing department, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, tin shop, wagons, buggies and 
washing machines. 


ELIZABETH, N. J.—The Kirby Stack Hardware Company 
of 60 Broad Street, has increased its capital stock to $25,000. 
The firm was incorporated in 1911, and does both a wholesale 
and retail business. 

SILVER CITY, N. M.—tThe store of W. S. Cox, Inc., has 
been enlarged. A warehouse 45 x 100 ft. is now being 
—" he company’s business is both wholesale and 
retail. 

GROTON, N. Y.—B. L. Buck has sold his entire stock, con- 
sisting of hardware, plumbing, steam heating and electrical 
goods, to Frank M. Kellam. 

ROCKY MOUNT, N. C.—J. L. Matthews has sold his in- 
terest in the firm of Gorham & Matthews to J. Samuel Gor- 
ham, who will continue it under the name of the J. S. Gorham 
Hardware Company. 

DEVIL’S LAKE, N. D.—The partnership of Haley & 
Hyland has been dissolved. C. D. Haley will conduct the 
business under his own name. 

LANKIN, N. D.—H. A. Meyers has disposed of his stock to 
Wamben & Matejeek. 

NORTH BEND, ORE.—The stock of the North Bend 
Hardware & Supply Company is now owned by the Pioneer 
Hardware Company. 

MT. JEWETT, PA.—The Mitchell Hardware Company, 
composed of L. L. Mitchell and A. A. Mitchell, has purchased 
the stock of Colquist & McMahon, handling general hardware, 
farm implements, oil well supplies, building, household and 
plumbers’ supplies. 

WELLSBORO, PA.—The name of the hardware firm of R. 
W. Bailey & Son has been changed to R. W. Bailey & Co., 
Ward Bastian, who has been in the employ of the firm for 
several years, having purchased an interest. 


CLAREMONT, S. D.—William Mitchell, who has acquired 
the interest of his partner, E. Moor, in the Home Lumber 
Company, requests catalogs on automobile accessories, base- 
ball goods, bathroom fixtures, belting and packing, bicycles, 
buggy whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, cutlery, dairy supplies, 
dog collars, dynamite, furnaces, furniture department, gal- 
vanized and tin sheets, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy hard- 
ware, home barbers’ supplies, iron beds, kitchen cabinets, 
kitchen housefurnishings, lime and cement, linoleum, lubri- 
cating oils, mechanics’ tools, oil cloth, paints, oils, varnishes 
and glass, plumbing department, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, tin 
shop, wagons, buggies and washing machines. 


SIOUX FALLS, 8S. D.—F. D. Roth and Peter P. Enger have 
engaged in business at 333 North Main Avenue, under the 
name of Roth & Enger, dealing in automobile accessories, 
belting and packing, churns, cream separators, gasoline en- 
gines, heavy farm implements, lubricating oils, pumps, 
wagons and buggies and washing machines. 


WHITE, S. D.—J. E. Dricken has started in business under 
the name of the White Hardware Company, and requests 
catalogs. 

FRIENDSHIP, TENN.—L. B. Harwell, Sr., who was in the 
hardware business for about thirty-five years, and sold out 
about a year ago, has purchased the store of Thad Haley. 


GLEASON, TENN.—J. R. Adams & Co., is successor to 
Carter & Allman. 


MIDDLETON, TENN.—tThe stock of buggy whips, build- 
ers’ hardware, crockery and glassware, cutlery, shelf hard- 
ware and harness of T. Y. Moore has been bought by L. 8S. 
Roach, who requests catalogs. 


DENISON, TEX.—The G. A. Jones Hardware Company 
has decreased its stock from $20,000 to $17,200. 


VERNON, TEX.—The Vernon Hardware & Implement 
Company has been incorporated with a capital stock of $20,- 
000, to deal in the following: Baseball goods, bathroom fix- 
tures, belting and packing, bicycles, buggy whips, builders’ 
hardware, churns, cream separators, crockery and glassware, 
cutlery, dog collars, fishing tackle, furnaces, furniture de- 
partment, harness, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, iron beds, kitchen 
cabinets, kitchen housefurnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, wagons, 
buggies and washing machines. The incorporators are H. B. 
Wilhelm, J. A. Napier and S. M. Napier. Catalogs requested 
on hardware and furniture. 


EAU CLAIRE, WIS.—The Independent Implement Com- 
pany has been incorporated to deal in buggy whips. lubricat- 
ing oils, pumps, wagons and buggies, washing machines and 
gasoline engines. The capital stock is $5,000, and the incor- 
porators are John Gilbert, William Craig and Arthur Gilbert. 
Catalogs requested on implements. 


CAMBRIA, WIS.—The implement stock of Frank Hughes 
has been bought by Geo. B. Smith & Son. 


STURGEON BAY, WIS.—Hall & Wilke have dissolved 
partnership. H. S. Hall will continue the business under his 
own name, and requests catalogs on automobile accessories, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, churns. cutlery, dairy supplies, dog col- 
lars, dynamite, fishing tackle. galvanized and tin sheets, 
gasoline engines, harness, heating stoves. heavy farm imple 
ments, lubricating oils. mechanics’ tools, paints, oils, var- 
nishes and glass, prepared roofing, pumps, ranges and cook 
stoves, shelf hardware, silverware, wagons, buggies and 
washing machines. 
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The man who sells NATIONAL 
““REDWALL” 5000 Mile Tires 


is paving the way to a season of smiles. 
Why? 
{ Because “REDWALLS” are built 
RIGHT. | 
—of superior materials. 
—of better methods of construc- 
tion. 


—under the most rigorous super- 
vision. 
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are guaranteed for 5000 miles—and we build a 


whole lot more into them to make SURE—to 


eliminate speculation. 


(| Write for discounts and details of the exclu- 
sive territorial arrangements we make with LIVE 
dealers. Perhaps your territory is still open. 
Lower list for similar quality. 


Sell ‘“‘Redwalls.’’ Smile! 


National Rubber Company 


Pottstown, Pa. 
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UGBY BICYCLES 


Every one is now looking to the Opening of Spring. Are you pre- 
pared to supply the Spring Bicycle Demand? 

For 25 years we have devoted attention to RUGBY BICYCLES and 
Accessories and are recognized as the largest distributors of the line 
in America. 

We have originated many new ideas. Our assortment consists of Bicycles 
at prices that will meet your demands. 


The riding public know the name RUGBY and its assurance of quality. 
Send us your orders and get the line that sells. 





Our Stock is Complete. We Will FILL Your Orders. 
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Do You tea. Spanish? 


“‘Llaves Inglesas de 
Tornillo Genuinas’”’ 


Whether or not you know that the above quotation 
means “Genuine Screw Wrenches,” you can appre- 
ciate this fact: the demand for Coes Wrenches is 
world-wide. : 


We publish a Spanish edition of the Coes Wrench 
Catalog which goes to our Spanish-speaking patrons 
in all parts of the world. 


In other words, Coes Wrenches are safe “risks” 
when it comes to considering them for stock. They 
are everywhere known as 30% stronger wrenches for 
which the price is but 5% additional; the most eco- 
nomical wrenches to buy; the most profitable to sell. 





The fame of the Coes Brand has traveled to all 
corners of the earth; it has traveled thus for the past 
75 years—and going stronger now than ever. 


Are you giving Coes Wrenches a fair chance to 
prove resultful? Do. Try an assortment at your 
jobber’s. 





Coes Wrench. Company 


Worcester, Mass. 


AGENTS 


J. C. McCARTY & CO., 29 Murray St., New York ) 
JOHN H. GRAHAM, 113 Chambers St., New York 
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“There’s the Tool We Need for That 
Job—Order it from Hall Hardware” 


‘* Their man Lewis left this Brown & Sharpe Catalog with me a couple of months ago. 
It came in handy just now when I was looking fora micrometer to measure the hubs 
on a lot of gears. Better write it just as it appears in the bobok—‘ Hub Micrometer 
Caliper No. 241’—there will be no mistake then. Mark the order for the attention 
of Lewis and-we’ll get prompt service. They seem to be good people to do business 
with, let’s try them on this.”” That is how 


Up-to-date Shops Order Brown & Sharpe Tools— 
What are You Doing to Get Their Business ? 


Hall realized that it was worth while to keep in active touch with machine shop 
requirements in machinists’ tools—and got a lot of profitable business as the result. 
He made it a point to see that every machine shop foreman, superintendent and 
purchasing agent was supplied with'a No. 26 Catalog. He instructed’ Lewis, the man 
who handled the outside business in Mill Supplies, to make sure that the machine 
shop business in precision tools was properly taken care of. The conversation above 
shows one result of his efforts. -He got a start with the business of a new customer. 
This will develop later on into orders for verniers, height gauges, protractors, micro- 
meter sets, gauges and other tool room equipment. 








You will find it just as profitable to cultivate the tool room business in machine shops 
in your locality. With the Brown & Sharpe line you are equipped to meet the 
most exacting demands for accuracy and service. 


‘Brown & Sharpe Manufacturing Company 
Providence, R.I., U.S. A. 
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The Atkins 
Cornerstone | 


The impressive variety of dealer helps which we supply 
our dealers stands as a cornerstone upon which many 
profitable and permanent saw sales may be builded. 


No Atkins Saw is every really and truly SOLD until it 
has registered complete satisfaction in the mind of the 
purchaser. 




















We mean just this: an Atkins Saw will either please 
your customer or we will make good the full purchase 
price. 








Could we afford to obligate ourselves in such a positive : 
manner if we did not trust Atkins Saws implicitly our- 
selves? Hardly. 


This guarantee is simply the Cement that binds the 
Atkins Cornerstone to the structure that follows. 
May we tell you our proposition in detail ? 














See 
OF pat. 2 





fd “st hee gt 








Shing “KOA” Mack Sue Blades 
, devtional, oo yoke 4 dog 


E.C. ATKINS © CO., Inc. 


INDIANAPOLIS INDIANA 
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Two Profitable Spring Lines 

















Stewart Horse Clipping Machines 








Don’t overlook this profitable line. ‘Time now to get the spring stock in. All jobbers 
have Stewart Machines. No advance in prices at present. 


The machine shown above, Stewart No. 1 (Ball Bearing) to the user at $7.50, shows 
you a good profit and sells splendidly. 





Stewart Sheep Shearing Machines 


If there are shéep owners in your com- 
munity, you can profitably handle Stewart 
Shearing Machines. Complete hand-oper- 
ated machines with three extra sets of cutting 
plates, from $9.75 up. 





Wool is high, every ounce counts, and the 
only way to take all off that should come off, 
evenly and quickly, is with a Stewart Machine. 


Order in a few machines NOW. 


Chicago Flexible Shaft Company 


608 North La Salle Street, Chicago 


New York Branch, 16 and 18 Reade Street 
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Stewart Handy Worker 


The most substantial and practical of com- 
bined tools. Never fails to please the pur- 
chaser and shows you a substantial profit. 


It Comprises: 

A strong and powerful vise, up to 4% inches. Width of 
jaw, 4inches. Cutting hardie. Pipe vise takes up to 1% inch 
pipe. Drill press which may be operated at two speeds. Good 
sized anvil. Corundum grinding wheel, 5 inches x l inch. Three 
speeds: direct, 4 to 1 and 16 to 1. 


Weighs, boxed, 90 pounds and sells to the 


user, complete with all attachments, at 
$12.50. From your jobber or direct. 





Profitable Sellers the Year 





Stewart Small Engines 


Made only in %, 2 and 3 h. p. sizes. 

Superior design, material, workmanship 
and finish. . 

Most economical of fuel—gasoline. 

To one dealer in each locality we offer-an 
exclusive agency that means much in sales 
and profits. Write us. 





Stewart Grinding and Drilling —8- 


This portable Grinding and Drilling Machine is valuable to farmers, 


garages, etc. 


With it farmers can grind discs quickly and easily without removing 


the discs from the implement. 


The drill attachment, taking any square shanked drill up to % inch, 
is exceptionally handy for drilling holes in metal pieces. 


A very practical outfit that will sell at all seasons. 
Boxed, complete, 45 pounds. To the user at only $11.50. 
From your jobber or direct. Write for special circular and discounts. 











Chicago Flexible Shaft Company 


608 North La Salle Street, Chicago 


New York Branch, 16 and 18 Reade St. 
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Cleaning Rods of cherry, birch, madena, hickory, ebony. 
Nickel or Brass trimmings. Steel Wire Brushes; Wool 
Swabs: Wormers. Whistles and Calls. 
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Special Casting Rods. Enamelled in dead black 
—will not reflect light. Three joints and butt, 
cork grip. In addition to Casting Rods we manu- 
facture Bait Rods, Trunk Rods, Fly Rods. 
Muscallonge Rods. All prices. Write for them. 
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: COMPLETE LINE of screen door catches and locks, both rim and mortise, from 
the cheapest cast iron to the highest grade cast bronze. QCylinder mortise lock 


sets that can be furnished, master-keyed, to pass the RUSSWIN cylinder front door set. 
@Pulls for the screen door in iron, steel and bronze. 4@Bolts in all finishes and metals. 


All of RUSSWIN quality 
RUSSELL & ERWIN MFG. COMPANY 
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CREEN DOOR 


HARDWARE 





SCREEN DOOR CHECK 


No. I! 
Retail Price, $1.50 
- LIQUID CONTROLLED 


Can be applied to either the inside 
or outside of the door. 
ADJUSTABLE SPEED 


Controls doors weighing up to 50 pounds, under all conditions. 
Furnished in Statuary Bronze Finish. 


InNVECIA 
RUSSWIN ._Jdf 


c 5 3.2. 
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Liquid Controlled 


-— mel 
Door CHECK: —_ 








For RIGHT or 4 
LEFT hand doors m 
without reversing cat 
either the arm ie : 
or spring. fF : 





Made in six sizes, the smallest, No. A, suitable for Screen Doors. 


RUSSWIN Checks can be depended upon to give season after season 
of proper service without care or attention of any kind. 


Door Check literature on request. 


sanruancsco INEW BRITAIN, CONN. pr nn 
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MARMON ‘MERCER: BRISCOE 
PATHFINDER-€/-SOME-THIRTY 
OTHER-HIGH CLASS-CARS- 
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‘Company 
Jackson, Michigan. 
USA 
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“I Personally Recommend 
Spar ton Safety Signals” 


NY HARDWARE MAN can em- 

phasize this and know that behind his _ 
own conviction of quality is the mature, 
unbiased judgment of forty of the world’s 
ablest automobile engineers. 





Wisdom insists that your customer * * * who 
possibly is your friend * * * should safeguard 
his car with the same “fool-proof,”’ “wear-proof,” 
“danger-proof” signal that the leading motor-car 
builders assert is best by using it as standard equip- 


ment. 





There is a clean, worth-while profit in every Sparton 
sale. Let us tell you the rest of this interesting, 


fact-story. 


The Sparks-Withington Co. 


Jackson, Mich., U. S. A. 
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Increased efficiency 
for your store window 





Your window displays are too 

. important, too vital to be handi- 

| capped by poor or insufficient 

| lighting. Especially when that 
better lighting costs no more. 





: | | The 100-watt 


EDISON MAZDA 
C LAMP 


| Made in U. S. A. and Backed 
| by MAZDA Service 














, | It is the latest, the most powerful 
) and the most economical lamp of its 
1 size, and the size is just right for the 
| purpose. Equip one window now. 
Compare it with any other window. 
Then you'll use them in every window. 

















I Your lighting company or nearest 
|! Edison agent has them. Be sure to 
| - ask for the 100-watt EDISON 

| MAZDA C Lamp. 


EDISON LAMP WORKS 


of General Electric Company 
Harrison, N. J. 
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Fully twenty-five 
per cent. of all hard- 
ware stores carry linoleum 
as a side line and are mak- 
ing it pay. 

Is your store one of 
them? If not, let 


Armstrong's (A) Linoleum 


show you the way to a new sales opportunity. Everywhere 
linoleum is being recommended and successfully used as a floor 
covering for “Every Room in the House.” Doesn’t that spell 
increased sales for you? Send for the 


Pocket Size Pattern Book 
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with its color reproductions of every one of the 330 designs that 
comprise the Armstrong 1916 line, and judge for yourself as to 


their variety and excellence. 
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Whether you handle Armstrong’s Lin- 


oleum or not, the books listed in the pane " esis tien deems 

coupon are free. Mark those you want o Use This Coupon io ou U 

and they will be sent—free of charge Ganson. 

—without obligation on your part. Please send me, without charge, the linoleum selling helps 
marked “X’’. 


Cj Armstrong’s Linoleum Pattern Book No. 93 

Armstrong [] Window Display Book—illustrating suggestive trims 
[] Retail Ad Book—ready-to-use ads with electros 

[] Lantern Slide Book—unique advertising slides 


® O r k % O mM p a n y [] Told in the Store—a book for live salesmen 


. [) How to Lay and Care for Linoleum—a book for your cus- 
Linoleum Department comere 


LANCASTER, PA. 
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GEORGE B. SWAYNE, Selling Agent ares 
212 Fifth Avenue, New York 
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S (Peste this on the back of a postal card addressed to us) 
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Interior of Store of W. P. Hoffman, Who Sells Several Carloads of Pratt & Lambert Varnishes Yearly from Start of $500. 


From $500 Start to Yearly Varnish Sales of Several Carloads 


Read Hoffman’s letter—it tells why he was able to increase his Pratt & Lambert 

iI Varnish sales from the amount represented by the little white oblong to the amount 

it shown by the big oblong—it’s full of meat for any dealer who wants to sell more varnish, 

make a better margin of profit and build a better, more substantial class of trade. Write 

for Complete Dealers’ Proposition to Pratt & Lambert, Inc., 114 Tonawanda Street, 
‘Buffalo, N. Y. 














i | 2s Che Hoffman Wall Paper Co., | | ,, This Oblons : 
3 : —s Paints, WALL PAPERS rl & Lambe | This Oblong 


LAMBERT Wixpow SHADES 
Shows Hoff- 


cones cigs ee ceeets weston et 0 bebe Be --man’s Yearly Bus- 





Hartford Conn... Jan. 22, 1916. 797 
ago 
ars. Previous te that time we hed carried 


more or lees Jower price goode which were gooé value for 
the money, but we found that by hand)ing Pratt & Lazbert 
Varnishes we could get more trade and better trade that 


eines iness on Pratt & 
haart peierintiing Lambert Varnishes 
hy Se ep NOW as Compared 








are t we are 
now buying carloaé Jets. °6)" Floor Varnish and Vitrajite 
sales particu) arly have shown a nice increase fron «a fer 
cases & year at the start te several hundred now. 

Ve vbelieve the high quajity of Pratt & Lambert 
you 
that we have an opportunity to get the business on most 
construction work in thie vicinity. Your plan of reaching 
dvuilde } construction work through )ettere 


re 
and he)pfu) ditereture ise « distinct he)p te us. 


see, BELEN ene rear eee to His First Order 


mow painters, and your )ittle painters magazine “Varnish 
Tadke", does not jet them forget the merite of Pratt & 
Lambert Varnishes. 


soe oe sara a Represented by the 


mitt SEES EET Little White Oblong 


ratte ambert fanish Proposition 
Repeats--- 


Quality. Sales ¥ Profits 


Factories: . New York Buffalo Chicago Bridgeburg, Canada London Paris Hamburg 






















































March 23, 1916 H’“°DWARE AGE 


19 





Regulating the pressure on one 
of a hundred powerful mills 
whose heavy, rapidly revolving 
millstones grind and _ regrind 
white lead till it is fine enough 
to become Dutch Boy White 
Lead. 














Good White Lead Is Finely Ground 


The fineness of white lead is‘extremely important. Next to purity, 
nothing is more essential. On extreme, uniform fineness depends 
to a great degree the even spreading and hiding power of white lead, 
its working qualities under the brush and the amount of tinting 


matter it is necessary to use. 


The even fineness, which is so important, is obtained by carefully grinding and 
regrinding white lead in powerful mills which crush and pulverize it to a fine 
thin paste. When the lead is ground fine enough to float on water it passes 
to the last test of fineness—a fine silk cloth with about 27,000 microscopic 
meshes to the inch. Only white lead that will pass through this extremely fine 


screen is fine enough to become 


Dutch Boy White Lead 


Its fine, even, smooth consistency, the ease their white lead they generally buy their other 
painting supplies. The profits on linseed oil, 


with which it can be mixed and spread, and its . 

turpentine, driers, color, varnishes, paint 
excellent covering power, have made Dutch removers, brushes, sponges, putty knives and 
Boy White Lead the white lead that it is easy everything else that the painter uses, follow 
to sell to painters. Where the painters buy the white lead profits into the cash register. 


We have some plans for building up paint business. They have proved 
helpful to dealers who have used them in all parts of the country. Let us 
put them to work for you. Write to our nearest branch. 


Manufacturers also of Dutch Boy Red Lead-in-Oil and Dutch Boy Linseed Oil. 


NATIONAL LEAD COMPANY 


NEW YORK BOSTON BUFFALO CHICAGO 
CINCINNATI CLEVELAND ST. LOUIS SAN FRANCISCO 


(John T. Lewis & Bros. Co., Phila.) 
(National Lead & Oijl Co. Pitts.) 
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Cortland 
New York 


Wickwire 
Brothers 


Inc. 








There's more than one reason for the popularity and selling strength of Wickwire product, but 
all of them can be traced back to the idea of giving the best value and highest quality possible. 

We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
etc. In short, we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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WIRE SCREEN CLOTH 


Heavy Zinc Coated 
AFTER WEAVING 
12 Mesh—14 Mesh—16 Mesh—13 Mesh Extra Heavy 





There are much wider varia- oe 
tions of quality in the class of il 
Galvanized - After - Weaving 


wire screen cloth than in any 
other grade. 


For many years OPAL has 
been the standard by which 
all others are judged. 
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ORDER THROUGH YOUR JOBBER 


New York Wire Cloth Co. 


233 BROADWAY, NEW YORK WORKS—YORK, PA. 
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Deming ‘Atlas’? Power Pump for General Water Supply and 
Hydro-Pneumatic Water Systems 


“The farmer’s wife lifts entirely too much water in the 


performance of her household duties,” says President 


Cook of the Mississippi Normal College. 











Experiments show that in many cases she lifts and car- 
ries nearly one ton of water per day. Farmers are turn- 
ing their attention to this vital and important question, 
with the result that a strong demand for water systems is 
developing. We can supply the pumps, hand or power, 
for hydro-pneumatic systems, or can furnish the com- 


plete outfit as desired. 


The “Atlas” pump is a winner for such requirements. 
Write for “Special Bulletin on Water Systems.” 


The Deming Company, Salem, Ohio 


CHICAGO: Henion & Hubbell NEW YORK: Ralph B. Carter Co. 
PITTSBURGH: Harris Pump & Supply Co. BUFFALO: Root, Nealy Co. 


Other Agencies in All Principal Cities 
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BRAND® 


Build for the Future by Selling 
Your Customers Quality Goods 


Excelsior Rust-Proof Tree Guards will please your customers 
by delivering the maximum amount of service. The owner who 
buys and the dealer who sells them never has to worry about 
attacks of the weather. In addition to being rust-proof these Tree 
Guards have patent clamp joints which prevent the wire from 


twisting out of position. 


These advantages and many others have been described in our 
national advertising. The purpose of all this is to create a demand 
and then to direct it to the local hardware dealer. Have you stock 
enough to fill that demand? If not order from your jobber. In 


case he cannot supply you, write us. 


Wr ig ht Wire Company, Worcester, Mass. 


Branches at Boston, New York, Philadelphia, Chicago, San Francisco 
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Buy Rope As You Buy Shoes! 


OU buy leather shoes because they are serviceable. 


You select 


and demand the better grades or brands, because they are more 


serviceable. 


When you buy rope—you buy not only the bare commodity, rope 
—but you buy service, based on the wear and the amount of work 


it will perform. 


In buying COLUMBIAN—the better grade of rope—you buy 


better service and longer wear. 


The extra value is worth the price for the better rope—COLUM- 
BIAN is like a good pair of shoes—more serviceable, more satisfac- 
tory and in the end—most economical. 


COLUMBIAN Manila Rope 


Made from the best grades of 
Manila fibre that money can buy— 
and made by workmen who know 
how. 


It is an excellent rope for heavy 
duty and hard service in construc- 
tion work, in the factory, on the 
farm or aboard ship. 


The contractor, the farmer, the 
factory manager or marine man who 
is looking for better satisfaction— 


should buy COLUMBIAN—the bet- 


ter rope. 


COLUMBIAN Sisal Rope 
Made from the best Sisal fibre. 


Is a very satisfactory rope for gen- 
eral use. It can be used for any pur- 
pose where the great strength of 
Manila is not required—and where 
not subjected to unusually heavy 
duty. 

The farmer finds it an excellent 
rope for halter, cow-ties, etc., while 
manufacturers use it extensively for 
light hoisting, trucking, etc. 


An economical rope for any use 
when an unusual degree of strength 
is not required. 
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Accuracy of this Line 
Is Beyond Question 


When a customer asks for a certain 
tool and you sell him one of the Union 
products, you have made a regular 
customer of him. The next time he 
will ask for a Union tool. 


These tools are made in an accurate manner, 
for we realize the necessity of having them 
correct and lasting. Each tool is thoroughly 
inspected by expert mechanics. 


Because of the care exercised in manufac- 
turing and inspecting the Union line, we guar- 
antee every tool to give satisfaction for the 
purpose for which it is intended. 


We will show you how, the addition of this 
line will be of big benefit to you. 


We make calipers, dividers, tap wrenches, 
nail sets, center punches, tempered steel 
rules, combination squarés, hack saw frames, 
key seat rule blocks, thread gauges, thick- 
ness gauges, a complete line of tool holders, 
screw machine products, ‘etc., etc. 


General Sales Agents, 
Surpless, Dunn & Co., 
74-76 Murray St., New York 
34 N. Clinton St., Chicago 
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Panama-Pacific International Exhibit 
SAN FRANCISCO - 


THE EXHIBIT 


1915 
THE VERDICT 
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TRIMO TOOLS 








Send 
For 
Nut 7 Catalog 
Nut Guards 133 
ishinliddhiniichiciil 


Be sure to ask for the TRIMO 
wrenches, both Pipe and Monkey. 
They are equipped with Nut 
Guards that prevent the accidental 
turning of the adjusting nut in 
close quarters, and with Steel 
Frames, in the principal sizes, that 
will not break. 


Place a magnifying glass over 
the above and increase your orders 
accordingly. 


TRIMONT MFG. CO. 


55-71 Amory Street 
ROXBURY, MASS. is a Ae 





WITH FLAT-LINK OR CABLE CHAIN 


Trimo Chain Wrenches 
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Always In The Foreground 


NICHOLSON FILES, wherever they are used in a shop, always 
Stand in the foreground when it comes to quality and service. The 
high grade workmanship of Nicholson Files, their long life, their 
uniformity and keen cutting qualities are all features which bring 
them into prominence. The user cannot fail to recognize their super- 
iority ; the benefits derived from their use are self-evident. 


NICHOLSO 


TRADE . 


Gx: EP 


SWISS PATTERN FI 
The ideal files to use where fine work is essential 





In NICHOLSON "X-F" FILES there There are no delays when you order 
are all the good qualities of the finest | them; we have over 6000 varieties of 


imported files with none of the uncer- sizes, shapes and cuts always in stock 


tain features which are associated with from which to select. 


the latter. NICHOLSON "X-F" FILES Write for complete catalog and a copy 
are guaranteed to be of uniform shape _ of "File Filosophy," an instructive 
and cut, quality and temper of steel. _little book well worth having. 


NICHOLSON FILE COMPANY 


PROVIDENCE | apa 
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Is it easier to attain success to-day than it was ten years 
ago, or does it only seem so? Then they had to experi- 
ment and grope about in the dark until they finally won out 
through their own physical effort. Now we have the benefit 
of all the experience and life study of these pioneers as well 
as of the great men of to-day, so tabulated that we may 
know just what to do in almost any case. 


There is more competition now, however, and it is a 
battle of mental training and endurance with Success crown- 
ing the man who has the best mental and physical equip- 
ment. What are you doing to strengthen yours? 


“Secrets of Personal Culture and Business Power” may 
well be likened to a milestone or guide post on the Road to 
Success, for every one of the fifty-eight concisely written 
articles which you will find listed in this advertisement gives 
a straight-from-the-shoulder argument on the improvement 
of the mind and body. These articles are taken from actual 
examples in the social and business life to-day. 


Believing that every copy sold will help to sell more, we have 
set aside one thousand copies of this book for advertising 
purposes and will supply them to paid-up subscribers, and 
advertisers at a nominal price of $1.00, while they last. 


oad To Success 


b 
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My Mind to Me a King- 
dom Is. 
Your Vision Is Not 
Limited by What Others 
Have Seen. 
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ality. 

The Gossip Microbe. 

Weeds and Flowers. 

The Effect of Business on 
Morals. 

The Phantom of Fear. 

The “Illusion” of Success. 

As It Seems to Me. 

The Dividing Line. 

What Men Fight About. 

The Force That Is Molding 
a World. 

The Demi-Tasse of Life. 

The World Changes as We 
Change. 

Enemies Are Assets. 

The Mischief-Maker. 

The Builder’s Trowel. 

The Walking Delegate of 
Discontent. 

Explanations and _  Apol- 
ogies. 

We Pay Taxes on Idle 
Brain Matter. 

Alleys and Ash Cans. 

Penalty of Originality. 

The Intellectual Failure. 

ll Civilizations Are 

Built on Business. 

Intellect Has 
the Crystal-Gazer. 

The Seven Mistakes of 
Life. 

The Secret of Personal 
Influence. 

The Text-Book of Mis- 
takes, 

To Exist Is Not Enough 
—We Must Live. 

Folly Is the Key to Wis- 


dom. 
The Tallow Candle and 
the Electric Light. 


Replaced 


Life’s Illusions and 
Realities. 
The Man Who Can Is 


the Man Who Does. 
Only the Plan that Fails 
Must Be Explained. 








HARDWARE AGE BOOK DEPARTMENT 


239 West 39th Street, New York 
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ae 
| i ne Lo i ACA 


! 
] 
MMMM 
HA 
HHT TE Hit 


| 
i 


SARGENT 


Keu. Vv. S&S. PaT. Cr F. 





Automatic-Set Bench Planes 


Expert mechanics, who are on the lookout for improved tools, will find in these 


Planes a distinct advance in woodworking tools. 


One tool-user has written: 


“I have just heard of a new self-setting Jack Plane which you have just placed 


on the market. 


It is being spoken of as the | ' 


“Best Plane Yet Out” 


Hardware dealers, whose stores are recognized as tool headquarters, will find it to their advantage 
as live merchants to stock these Planes and show them to their tool customers who are looking 
for “the best.”” They are made in six sizes, as follows, with both smooth and corrugated bottoms: 


Smooth Bottom Corrugated 


No. 707 No. 707C 

No. 708 No. 708C 

No. 710 No. 710C wg 
No. 714 No. 714C Jack 
No. 718 No. 718C Fore 
No. 722 No. 722C Jointer 


Smooth Plane, 7 Inches long, 154-Inch Cutter 
6é 46 os 6é 66 % 46 464 


10 ir) 4é 2 4é sé 
14 4é a 2 6 4s 


18 46 46 can 4 46 
22 sé 66 2% sé 4 


These Planes have the superior features described below, which will be appreciated by tool-users: 


Automatic Set—The clamp, when replaced after re- 
moval, will always return to its original position until 
reset. This feature is a great time-saver. The clamp 
may be easily adjusted, by means of a regulating 
screw. close to the cutting edge when a fine cut is re- 
quired, away from the cutting edge when a coarse cut 
is desired and may be set in as many intermediate 
positions as may be needed. 


Rigidity—The Frog is very rigid and the Frog and 
Bed at the mouth are in alignment so that the cutter 
has an even bearing down to the bevel of the cutter. 
The Plane combines solidity, compactness and sim- 
plicity. The meeting surfaces of the Frog and Bed 
are all machined so that the fit is absolute. 


Ease of Adjustment—The lateral adjustment may be 
secured without removing the hand from the handle 
and the vertical adjustment, obtained through a direct 
—s -* a screw at the back of cutter, is positive 
and rapid. 


Single Bit—The 2-inch Sheffield Steel Cutter is extra 
heavy and requires no cap as the clamp acts as a 
breaker for the chip. 


Purpose—The Plane is intended for both heavy and 
very fine cuts. It is especially adapted for working 
against the grain on cross-grained hard wood where 
~y a rigidity of the cutter avoids any tendency 
o chatter. 


Sargent & Company, Manufacturers 


New Haven, Conn. 


New York 


Boston Chicago 
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Does this Boomerang 


Hit You? | 


The effect of the sale of cheap wrenches 
which soon spread and become useless is a 
boomerang which hits a great many dealers 
but which they are unconscious of. 


One wrench means only a small sale in 
dollars and cents, but the effect it has on the 
customer who expects a good wrench in 
-return for his money and finds that he has 
been sold a poor one is decidedly detri- 
mental. 


= That customer may never return to your 
= store again because he has lost confidence in 
= you and the products you offer for sale. 
= Sales lost in this manner you can never esti- 
mate or know of. Therefore, take no 
= chances, but urge your trade to purchase 
== Billings & Spencer's tools of quality. Quality 
= alone has made Billings & Spencer's line 
highly reputable and has made the Billings 
: & Spencer Company what it is today. We 
= could not afford to sell an inferior product— 
= neither can you. “~ 





, The Billings & Spencer Company 


Hartford, Conn. 
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BUTCHER TRAYS 


Enameled in White and White 


No. 15—15144 x 10% x 34” 
“ 17-17%exll¥%x %" 
“ 19—19 x125%x %” 
i “  25—25% x 193% x 134.” 
“« 250—Same size as +25, with Cor- 
rugated Bottom. 


Note the new +25 and +250 sizes, which have heretofore been largely 
furnished by the Importers. 


THE VOLLRATH CO. 


Sheboygan, Wis. 
| New York Chicago 
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Good Profits for Everybody 


“Real Solid” ) | But you are 


Aluminum Ware 4 o 99 not the only one 
leaves nothing whom “Real 
to be desired ' Solid” Alumti- 


from “your side num Ware 
of ‘the fence.” profits. Your 


Our prices to you are as low as they possibly customers derive a measure of satisfaction 
can be, and the quality of the goods is pre- which cannot be estimated in dollars and cents. 
eminently high. Hence, the resale price is 

such as will render you a very attractive Put in a trial stock of “Real Solid” Ware. 
margin of profit. Send for catalog today! 


Buckeye Aluminum Co., Wooster, Ohio 


SOON 2 
K OLA OFAN O: 4). ; 





























Note the 
rings 
which 


appear at 
one-foot in- 
tervals; these 
facilitate quick 
and accurate 
measuring. 
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A U. S. COURT HAS 
DECIDED 


that no one can maintain a monopoly in the manufacture of 
corrugated continuous-length garden hose. With the handing 
down of this decision you and every other dealer was benefited, 
for it leaves you free to use your own judgment in the buying 
of this type of hose. 


Of course the quality of hose, like everything else, varies— 


if you want the leader, stock 
GARDEN 


RINGMETER “nose 


Someone in your town will build up a big, profitable trade in RING- 
METER Garden Hose—whether it shall be you or your competitor 
depends upon your grabbing this opportunity or neglecting it in favor 
of “the other fellow.” 


RINGMETER is furnished on reels in continuous length up to 
500 feet; also two brands—YANKEE and WONDERFUL—with 
smooth cover. 





Write for samples and prices on these three leaders of continuous- 
length and more than THIRTY brands of wrapped and multiple-ply 
garden hose. 


QUAKER CITY RUBBER COMPANY 


PHILADELPHIA CHICAGO PITTSBURGH NEW YORK 
629 Market St. 182 West Lake St. 211 Wood Street 207 Fulton Street 

















| Cobbler Sets, Shoe Lasts and Stands and Heel Plates 


COBBLER SETS THAT SHOE LASTS AND STANDS 
We Make 40 Different Kinds We Make 30 Different Styles 







Combination No. 1 


Have you one of our latest catalogues, No. 14 H? If not, write us immediately for this complete book. 


STAR HEEL PLATE CO., LOUIS SACRE, Trop. NEWARK, N. J., U.S. A. 


WE SHOW HERE PART OF OUR LINE OF 


SELL and SELL and SELL 
HEEL PLATES 
STAR BRAND 





Try Our Line and You 


Will Be Convinced Diino Mlesuintiiend 
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Wringer Sets Straight in 
Front of Operator 


The Oscillator 


A Demonstration 


Means a Sale 


No woman who dreads wash- 

day as a day of drudgery can 

: oe ae. 2 listen to an explanation of the 
I — workings of the 


Aweees 


Oscillator Vacuum Washer 
a 1 . without buying one. 


One sold creates the strongest 
kind of mouth-to-mouth adver- 
tising because it gives its users 
100% satisfaction. 


>. jf 3 We make Hand, Electric and En- 
eon eee | gine Power Washers complete 
with 3 Tub folding bench. Sold 
on 30 days’ trial and positively 





en | guaranteed. 
a ce ringer 
Connection i - Control Write for prices and our exclusive 
“Ask the woman who uses one’”’ agency proposition. 


KIEL MANUFACTURING COMPANY, Albert Lea, Minn. 











Order now for next seasons demand 
for the 


Flexible Flyer 


‘‘The sled that steers’’ 





Steel Front! 
Easier to steer! 
Stronger and handsomer ! 
Chrome nickel steel non-skid runners! 


} 


The new construction has given a new impetus to the 
selling of this peerless leader of the sled-world. Write 
us now for prices. 


_ The advance in price of steel and other materials makes 
it necessary for us to advise that you place your orders 
at the earliest possible moment. Don’t put it off. 





Unless it bears this trademark it is not a 
genuine Flexible Flyer. 





S. L. ALLEN & CO. _ Box1104A_ Philadelphia 


Patentees and Sole Manufacturers 
If you want a good low-priced steering sled ask for pricés on our Fire Fly Coasters. 
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How’s This for a Proposition? 


You, can sell lawn and garden Wire Work anywhere lawns 
and gardens grow. 

_ Every Spring, every Garden Owner has a mighty clear idea of 
how his garden is going to look this year. No more neglected 


Fan Top Flower Trainer vines—nothing ragged about it—everything just right. Last 
. P year he got started all right, but he didn’t get all fixed up; but 


this year— 
This is where YOU come in. 


You don’t have to carry any stock—you don’t want to. Stock 
ornaments are ’most always stickers. 


_ -LUDLOW-SAYLOR 
. SPRING GOODS 


Will “give a garden individuality. Every piece is made up specially 
to order. Your customer can have anything he wants, and he can get 
it quickly. You simply forward his order to us, and deliver the 
finished goods to him. 

















You can sell this*line with only a catalog. Write now for yours. 


Ludlow-Saylor Wire Co. 


General Office and Factory: St. Louis, Mo. 


BRANCH OFFICES: 
20 East Jackson Blvd., Chicago Mills Bldg., El Paso, Texas 
Felt Building, Salt Lake City, Utah 




















| Specify Selflock Hangers on your orders 








Made from Bessemer Rod Steel, Strong and Durable 
Hot Galvanized after Formed 


SetFIgch HANGERS 


SAVE TIME IN APPLYING NO TOOLS REQUIRED 











- mm 








Selflock Hangers Satisfy 
Others. Its Value is 


‘\ =! 
BY placing it in the lead 


Is a recent, exclusive pro- 
duction of ours and is By 
Far the Strongest and 
Most Simple Hanger ever 
rhade. | ; Attaching Hanger to Trough 


The construction of the SELFLOCK Hanger is so simple that 
to apply, it is simply slipped around the trough, and the cross 
bar depressed under and into the locking catch—that'’s all, ex- 


cepting to nail to roof. 


Once Used— 
Always Used 


Stem can be easily 
bent according to 
pitch of gutter with- 
out using a bending 
tool of any kind. 





Samples on Request 


MILWAUKEE 
CORRUGATING COMPANY 


KANSAS CITY, MO. MILWAUKEE, WIS. 
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YLLLEEE DESIGNED witn SKILL SNVMW 


BUILT sy EXPERTS 


Kwiklife 


THE QUALITY FLASHLIGHT 


CLEA 


My 








Lcd 


WNL 


If you have never sold 
Kwiklites you have some- 
thing to learn about the 
profit and permanent 
satisfaction of doing 
flashlight business. 








The Usona Manufacturing Co. 
1 Hudson Street 
Toledo NEWYORK CITY  SanFrancisco 
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The Scientific Method of Clothes Drying 


Every home where washing of clothes is done will be interested in The = 
Scientific Clothes Dryer. Your field on this wonderful convenience 1s prac- 


tically unlimited. = 
It dries clothes in half the time, and with but half the labor and bother 
attached to the old-fashioned way. 


Demonstrate It In Your Window 


Think what that means to the house- 
wife—clothes dried fresh and evenly 
white; ventilated and sterilized while ’ 
drying ; whether it is rainy or clear; pro- 
tection, while drying, from dust, ‘soot, 
odors; no tugging of heavy wet clothes 
to the yard, and pinning them to a 
line ; no exposure to weather while hang- 
ing clothes; more contentment among 
servants. 

The Scientific is simple to install— 
gives you a clean-cut profit. 

Write today for complete information. 
prices, discounts, etc. Circularize your 
customers. 


The Scientific Heater Co. 


CLEVELAND, OHIO 
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MACHINE 


TIRE 
BOLTS 
RIVETS 
BURRS 





Largest Stock and Greatest Assortment 


American Screw Co. 


PROVIDENCE, R. I. 


Western Depot: 69 East Lake Street, Chicago, Illinois 
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SCREWS ‘& 


Weare manufacturers— 
that is our business. Quality 
is our aim. Wecarry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 


Write for price lists and discounts. 


Bridgeport Screw Company 


BRIDGEPORT, CONN. 
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ACK of every Bishop’s “Greyhound” 
Saw is over 20 years of specialized 
experience in High-Grade Saw making. 


IN every saw that bears the “Greyhound” 
trade-mark is the toughest kind of pure, evenly 
tempered, refined steel. 


OUT of every Bishop’s “Greyhound” Saw 
your customer is sure to get absolute satisfac- 
tion. The hang of the blade will please him, 
as well as the rapid, easy-cutting quality. 


AFTER 30 days’ trial if any customer says 
the “Greyhound” Saw fails to cut faster and 
easier than any saw he ever used—refund his 
money. We'll do the same by you. 


Made in both Straight and Skew back. 


~ LIST PRICES 


Length Dozen 
Seer $28.00 
a ea an eress 30.00 
a ee ea 32.00 
St badd bine Sido es 34. 

Tk a6 ¢éa keh eae ae 36.00 
A Fe ee ae 40.00 
See ree eres. eS 44.00 


Packed one in a box. Send for New Cata- 
log and Trade-prices. 


Geo. H. Bishop & Co. 


Lawrenceburg, Ind. 


























Bishop’s 
“Greyhound” 
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Sell Them 
by the Set 


It isn’t hard. Every mechanic needs the 
entire set in his work, and it resolves itself 
to a question of selling him once or seven- 
teen times. Bring out the value of the case, 
its use in keeping the bits in order and 
near at hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are 
not dependent on a center or a level to 
guide them. They cut from the outer rim. 
The entire surface is at work ali the time; 
no jagged ends; every part of the work is 
smooth and polished. They bore their way 
through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished 
surface. 

Let us send you catalogues. Order 
through your jobber or direct. 








THE PROGRESSIVE MANUFACTURING CO. 


TORRINGTON, CONN., U. S. A. 












*SEP.22.74.-~ 
FE8 23 86 


Par 











Sets of 9, 11, 17 bits are fur- 
nished In compact cases for 
the convenience of the user. 
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The 
Five 
Profit 
Makers 


for the dealer who 
sells Measuring 
Tapes are the Re- 
liance, Reliance, Jr., 
Admiral, Admiral, 
Jr., and Ideal tapes, 
manufactured and 
sold under the ab- 
solute suarantee of 


Dietzzen 


the firm with the 
reputation for 
quality products. 
Your customer 
buys satisfactionand 
you will continue 
to receive his pat- 
ronage. Use our 





Display 
Tray 


and increase your 
tape sales. It con- 
tains ‘‘the five 
profit makers” in 
best selling, lengths 
—is of artistic ap- 
pearance and well 
constructed—a 
compact silent sales- 
man that helps 
your clerks sell 
tapes quickly. 


Send {ur Tape Catalog‘‘H’’ 


EUGENE 


Manufacturers 
Measuring Tapes 
Surveying Instruments 
Drawing Materials 
New York 


DIETZGEN Co. 


San Francisco 
New Orleans Toronto Pittsburgh 
Philadelphia 
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To increase your small Vise business, 
put in a line of 


“JERSEY 
VISES” 


They are strong, serviceable tools, and have 
long been popular with both mechanics and 
amateurs. The Screw (body, head, and 
collar) is in one piece, turned from cold 
rolled steel, and has a square lathe cut 
thread. The steel Jaws are hardened, and 
all Jaws are ground to insure that they meet 
squarely when tightened. Both back and 
front jaws are filed to fit. 


Made with either Clamp or Swivel Bases— 
with iron or steel Jaws, and in six sizes. 


Displayed on the Stand which accompanies 
each ASSORTMENT, they cannot help but 


attract trade. 


as follows: 


Four ASSORTMENTS are offered, 


No. 12. Consisting of 12 VISES and 
Display Stand list... .$14.20 


No. 18. Consisting of 18 VISES and 
Display Stand list... . $22.45 


No. 24. Consisting of 24 VISES and 
Display Stand list... .$32.15 


No. 36. Consisting of 36 VISES and 
Display Stand list... .$46.45 


We have special literature containing com- 
plete description of all styles. Let us send 
you a supply, also attractive display card. 


STANLEY RuLe & LEVEL Co. 


New Britain, Conn. U.S.A. 
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Every Kitchen Needs An 
‘Enterprise Food Chopper 


Every housewife in your community who does 
not own an “Enterprise” Food Chopper is not 
only a possible customer but a sure one if you 
tell her about the superior “Enterprise” features. 
Demonstrate its economy in preparing dainty, 
delicious dishes from leftovers that would other- 
wise be wasted. Show how easy it is to operate 
and explain the wide utility of the Four Knives: 


(8) For Cho 
Hash 


A (4) For making 
Butter from Nuts 


7 of an oily nature. 








Nut Butter Cutter 


“ENTERPRISE” 
Food Choppers 


Ce 


C1 yenrenenise | 4 
7 cases PPER é 






Chops 2 Ibs. of meat 
per ——,, Weight, 






Chops 2% Ibs. of meat 
per minute. Weight. 
4% Ibe. 


No 708 
$2.25 
It is easy to sell “En- 
) terprise’ Food Chop- 
oa Samet = =—pers because the dealer 
8 Ibs. has so many good talk- 
ing points that convince 
customers it is the best Food Chopper they can 
buy. The knives fit the face perfectly, giving that 
shear or draw cut (no mangling or tearing), parts 
are double coated with block tin and ribs in the 
body run straight so it can easily be kept clean 


and sanitary at all times. 


With the “Enterprise” Line you can success- 
fully meet all competition and make a good profit. 


The Enterprise Mfg. Co. of Pa. 


Philadelphia, U. S. A. 
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HY not le this Carbollmndum 
Razor Strop Display Hanger — 
become your salesman? ‘Hang 
it in your display window and watch — 
your razor strop sales in ; 
crease. The hanger is | er 
tifully lithographed. 1 in eigh 
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In taking your eae. be 
sure that you have “a & od J 
supply of Carborundum r razor 
strops. Made from soft, a 
vety horsehide. The finest 
Carborundum powder is 
rolled: into the corrugated 
side, thus giving both a sharp- 
ening and finishing strop. 

Ask about our other free 

display offers 


THE CARBORUNDUM COMPANY 
Niagara Falls, N. Y. 
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CORCO 
Severn 


FIRE BUCKET TANKS 


are friends indeed in time of need. 
They contain 6 pails with self-raising 
bails. Each pail is filled merely by lift- 
ing from tank. Ready for immediate 
use, and require no attention. 


Corco Fire Bucket tanks should have 
a place in your store as a precaution 
against fire—and to meet the needs for 
economical fire extinguishers among 
your trade. Send for Bulletin describ- 
ing the “Corco.” 





WHEELING CORRUGATING COMPANY, Wareine W.Va. 


BRANCH OFFICES AND STORES: 
NEW YORK CHICAGO 


MADE IN TWO SIZES ST. LOUIS KANSAS CITY 


PHILADELPHIA 
CHATTANOOGA 
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Sheets and Light Plates 


are offered in the following sizes, in desirable tonnages, for reasonably prompt delivery 


Extreme Widths and Lengths Rolled on Sheet Mills 





WIDTHS 


as | 46 














44 





52 50 42 | 40 | 38 36 | 34 











U.8 
STANDARD co | 58 
GAUGE 








56 | 54 

















LENGTHS 

000 %inch| 120 | 120 | 120 | 120 | 144 | 144 | 144 | 156 | 156 | 156 | 156 | 180 | 180 | 180 180 | 180} 180 | 144 144 
0 % inch} 120 | 120 | 144 | 144 | 180 | 180 | 180 | 180 | 180 | 180 | 180 | 204 | 204 | 204 | 204 | 204 | 204 | 180 | 180 
3 Minch] 204 | 204 | 216 | 216-] 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 240 | 240 | 240 | 216 | 240 | 240 
7 228 | 228 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 240 | 240 | 240 | 240 | 240 | 240 
8 228 28 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 240 | 240 | 240 | 240 | 240 | 240 
9 to 10 228 | 228 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 } 240 | 240 | 240 | 240 | 228 | 240 | 240 | 240 
11 to 12 216 | 216 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 240 | 216 | 240 | 240 | 240 
13 to 14 180 | 180 | 204 | 204 | 204 | 204 | 204 | 204 | 204 | 204 | 204 | 204 | 204 | 204 | 204 | 180 | 204 | 204 | 204 
Pees, OS Pere 168 | 168 | 168 | 168 | 168 | 168 | 168 |; 168 | 168 | 168 | 168 | 168 | 168 | 168 | 168 | 168 
3.) 6 AMS SR Pr ees Sea Fe 144 | 144 | 144 | 144 | 144 | 144 | 144 | 144 | 144 | 144] 144] 144] 144 
gee OST, Oe, ees Mees Sees ie Pere Abe 3 96 | 120 | 144 | 144 | 144 | 144 } 144 | 144 | 144] 144] 144 
4 0 ARE SE A Sees Pee Bees fe Memyree pete 96 | 120 | 144 | 144 | 144 | 144 | 144 | 144 | 144] 144] 144 
29 to 30 RTs PPE TS COCUTTS COOP Ts PT) CSET. eee ree rene 96 | 120 | 120 | 144 | 144 | 144 | 144 | 144 | 144 | 144 






























































Box Annealed, only up to 144 inches long and 48 inches wide. 


We will quote promptly upon receipt of a memorandum 
of requirements naming our best delivery dates. 


INLAND STEEL COMPANY 


First National Bank Bidg., Chicago 
Works Indiana Harbor, Ind. and Chicago Heights Il 
Branch Offices~- SLLOUIS -ST.PAUL- MILWAUKEE- DENVER- DALLAS 
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WITH 


AGN NE 


ALUMINUM 


ARLE, 


Order Now—tTime is short. Get the 
early preserving and canning trade 
and the later trade will follow. 


























No other ware so satisfactory to 
housewives. Fruit cannot. stick, 
scorch or burn, no matter how hot 


the fire. Tell her this— 











THIS PICTURE IS KNOWN TO 10,000,000 HOUSEWIVES 


OUR NATIONAL ADVERTISING 


—Created a big demand for and has made WAGNER CAST 
ALUMINUM WARE PRESERVING Utensils popular all over the 
country. Can you afford to be without this line when your cus- 
tomers want it? 7 


HERE IS THE EVIDENCE 
OF WAGNER SUPERIORITY 


This is a reproduction of the Official Award Ribbon given us at the 
PANAMA-PACIFIC INTERNATIONAL EXPOSITION at SAN 
FRANCISCO in 1915. Wagner Cast Aluminum Ware was also 
awarded the highest honors at the San Diego Exposition last year. 


Manufecturersof WAGNER MFG. CO., Sidney, me 


the Most Complete 
Line of Cast Iron and Cast Aluminum Cooking Utensils in the World 








f 
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GOULDS POWER WORKING HEADS 
FOR DEEP WELLS 


Fig. 1518 
This is a Single-Acting Working Head for use 
with either overhead or Pneumatic Tank Water Sup- 
ply Systems. When furnished for the latter the 
head is fitted with our Fig. 1620 air attachment. 
Built with adjustable 6, 8 or 10-inch stroke and is 
good for pumping against heads up to 200 feet. Can 
be arranged for belt, engine or motor drive. 
Fig. 1454 
Goulds Fig. 1454 is a Single-Acting Working Head 
made in two sizes—6, 8 or 10-inch adjustable stroke . 
and 12, 16 or 20-inch. Former is for heads up to 
300 feet and capacities of 26.8 gallons per minute 
and the latter for heads up to 400 feet and capacities 
up to 56.3 gallons per minute for both overhead tank 
systems and Pneumatic Water Supply Systems. Can 
be arranged for belt, engine or motor drive. 
Fig. 1659 
This is a small but sturdy Deep Well Working 
Head for eee Double-Acting Cylinders. Built 
with adjustable 8, 10 or 12-inch stroke and is good 
for capacities up to 51.9 gallons per minute and 
heads up to 390 feet. 





Fig. 1632 

This Single-Acting Pump is very solid and com- 
pact. By unbolting the crosshead shoes the cross- 
head may be moved back out of the way and a 53,4” 
plunger may be drawn up through the well head 
without disturbing the pipe connections. Built with 
12, 14 or 16 adjustable stroke. Good for heads up 
to 350 feet and capacities up to 53.9 gallons per . 
minute. : 


THE GOULDS MFG, COMPANY 


» Main Office and Works: - - SENECA FALLS, N. Y. 





Branch Hou District Offices: 
Boston New York "Philadelphia Pittsburgh Atlanta 
Chicago Houston 














STEP UP AND GLEAN UP BY USING 
MYERS rusmem: SS TORE LADDERS 
RUBBER TIRE 
With the return of the warm days the dealer begins to think 
of putting .his stock in ship shape order. It is the clean up 
time. If he has had a MYERS RUBBER TIRE STORE 
LADDER in his store his task will not be so great, for the 
chances are that his wares have been kept in an orderly 
manner. There are no ‘‘out of the way places” in 
which dirt can accumulate when a Myers Ladder is 
used. The top of the shelv- 


ing is almost as accessible 
as the counter show case. 













ETAIL HARDWARE 5 


Myers Store Ladders are 
neat, light and strong. 
They are compact and run close 
to the shelving, taking very little 
space. Upper and lower trolleys 
are equipped with Special Rubber 
Tires which render the ladders 
noiseless and jarless. Ascending 
and descending is as easy as walking up and down stairs. 
Steps are wide so that boxes will rest upon them nicely while goods are being 
examined. These ladders are used in stores of every description, by telephone 


companies, factories, etc. Write for our Store Ladder Circular, and learn why 
sO many stores are equipped with Myers Ladders. 


F. E. MYERS & BRO., ASHLAND, OHIO 


ASHLAND PUMP AND HAY TOOL WORKS 


If you are starting a new store, start — 
right, by installing a Myers Ladder. 
You can give your customers better 
service, and service is what 
the buying public wants. 
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To Show It Is To Sell It 


__ This is the experience of every dealer handling the big-qual- 
ity-low-price jack— 


Red Rack fack 


$2.50 List ; 
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Its 26-inch handle makes it the jack 
easiest to slip under the axle of acar. An 
exclusive feature. 

Its reversing lever in the handle, right 
under his hand, enables the user to change 

from lifting to lowering movement without crawling or 
stretching under the car. An exclusive feature. 
Its handle is detachable and folding, so the jack fits snugly into the tool 


box. An exclusive feature. 
And plus its exclusive, patented features, the Red Rack Jack is light in 


weight, yet extraordinarily strong; it is handsome; it is quick-and-smooth- 


working. 
A real sales hit. A winning dealers’ proposition. And— 
The Red Rack Jack will be nationally advertised. 


Order a sample jack. Look it over—test it—and you'll stock at least a 


dozen. 
A liberal dealer’s discount allowed. Attractive literature furnished. 


Don't delay. This is auto jack buying time. 


HARTFORD SUSPENSION COMPANY 
EDWARD V. HARTFORD, President 


211 MORGAN STREET, JERSEY CITY, N. J. 


Branches: New York, Boston, Chicago Distributors in Principal Cities 


Makers of These Famous Products: 


STANDARD 
ffarttorad 


Bx Via. ws 


FOR MOTORING COMFORT, 
SAFETY AND ECONOMY”. 
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Weird 


and wicked-looking 
is the tooth-edge of 
a hand saw when 
magnified. 





That's why 
it bites. 


Y ou will find this and 


other “‘points of 
curious information 
in our twelve-page 
pamphlet — 


“Why a Saw Cuts.” 


It's free for the asking. 





HENRY DISSTON & SONS, Inc. 


KEYSTONE SAW, TOOL STEEL AND FILE WORKS 
PHILADELPHIA 
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»sPiire WARREN -sftir 
“STA-LIT” 


BIG SPECIAL NUMBER 451 LANTERN 


CAN’T BE BLOWN OUT 





BRIGHT $1 25 EVERY SINGLE 
LUSTER — PART HEAVILY 
FINISH TO THE CONSUMER RETINNED 


SEE THIS BAIL? 
STAYS ANYWHERE 


Hieavyv Canopy 
Ring — Stands up 





The ghape of the 
Sta-Lit Dome 
gives added 
strength 





Sym metfical 
Strong Globe Cap 





Guards prevent 
breakage and se- 
cure Globe at all 
times 


Easy Working In- 
side Lift 


(,enuine Brass 
Burner 


Mammoth Fount 
—holds oil suff- 
cient to burn 56 
hours 


Large Brass Filler 
Cap—well thread- 
ed dome - shaped 
top 





os 


Of the Finest IX 2A Open Hearth Charcoal Tin Plates Procurable 


SHORT GLOBE TYPE 
Securely Packed in Our Special Light, Substantial *‘STA-LIT’’ Package 


TRADE Sales Dept. TRADE 
MARK CHICAGO, U.S. A. WARREN, OHIO, U.S.A. MARK 


THRU YOUR JOBBER OR WRITE US DIRECT. 
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Link Your Store With Shooting Clubs 


You can easily make your store the rallying place for the Trap and Rifle Shooting 
Clubs of your town and vicinity. 

These Shooting Club members can be encouraged to go to your store for shotguns, 
rifles, shot shells, metallics and numerous other necessities of the shooting game. 

This trade is worth going after by personal solicitation, by direct mail advertising and 
by newspaper advertising—and the best advertising, by the way—the best foundation for 
all advertising—will come from the men who go from your store and tell their friends: 
“That's THE store for reliable shooting dope and quick service. They carry a good, clean, 
well-kept stock of Remington UMC and they are also up-to-date on all other shooting 
supplies.” 
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HOW WE CAN HELP YOU 


Our Promotion Division is ready to back you up with practical service of a kind that 
counts mightily with Shooting Clubs. We will supply the right kinds of targets and score 
pads (individual and squad) for which: you are sure to have a demand. If by chance there 
should be no Shooting Clubs in your field—or if you think there should be more, ask us 
to help you with organizing information and assistance. This service is only one of many 


Remington UMC dealer helps. 


The Remington Arms Union Metallic Cartridge Co. 
Woolworth Building, New York 
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FOR REPAIRING TIRES | 
ASi KLY, 


LY, QUICKLY, 
PERMANENTLY, ANO 
WITHOUT VULCANIZING 





NEW SIZES “e323. 2 dll yy Teg “=e” ~NEW SIZES 
Complete Outfits Nw 2-H] coumese our “ae => 7 = Tire-Doh, alone, 
Large Size - $1.00 . SEHE = ae ae Kg wh <I es & | Sx - 2 oz. can 50c. 
Junior Size - 50c. SSS = fl] Suro suey oo, : Se Tire-Doh Cement, 

oncace 35 alone, 4 oz. can 25c. 


If You Haven’t TIRE-DOH On Your Shelves 


you are going to lose a lot of sales that could be made easily. Tire- 
Doh is advertised nationally and locally. There is an enormous 
demand for it, built up during six years of continuous success. Half 
a million motorists buy Tire-Doh, 10,000 dealers sell it. 


FREE OFFER TO DEALERS 





Are you selling Tire-Doh? If not, we want you to know that it is the standard tire repair 
and will prove it to you at our expense by sending you 


Absolutely Free—A Junior Size, 50c Outfit—Free 


Simply send us your name and the name of your jobber. (Jobber name must be given. ) 
Send for this outfit today—start getting the sales we are creating in your territory. 





ATLAS AUTO SUPPLY CO., 643 W. Austin Ave., CHICAGO 
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‘Cleveland Grindstone’ 


Ouality 


AT A 


Popular Price 














A Big 
Seller 
for Your 
Farm 


Trade 


“HARVEST KING” 


Genuine Berea Sandstone—Quarried at Berea, Ohio 
Sold Only to Hardware and Implement Dealers. 


‘Harvest King” is the First and Only grindstone made to meet 
the demand for Genuine Berea quality at a medium price. 


The Stone is our regular Standard High Grade 24 x 2 in., 20% 
larger than furnished in any similar frame; it is mounted on a 
3, in. steel shaft running on roller bearings of cold-rolled steel. 


Frame is heavy angle steel, 114 x 1'4%4 by 3/16 in. braced against 
all vibration; pulley is 12 x 2% in. A hand crank and drip 
cup go with every “Harvest King.’’ We can also supply a 
treadle, pitman and trough. 


Finished in green and black. Weighs about 125 lbs. Comes to 
you stone crated and frame folded, all ready to put up by 
merely bolting ends of four side braces. 


Send us your Jobber’s name and we will mail you copy of 
our famous book, “‘How to Keep Mail Orders at Home.”’ 


THE CLEVELAND STONE COMPANY 


Leader-News Building Cleveland, Ohio 























ILLUSTRATING 
A FEW OF OUR 
COMPLETE LINE 











Bi-Treadle 
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Is Making a 
Big Hit With the 
Trade Everywhere 


We knew it would. Small wonder, too, when you consider that this 
washer gives the housewife without electricity in her home all the advan- 
tages that the woman with the Maytag Electric Washer enjoys. 


The Maytag Multi-Motor Washer is equipped with a light, powerful, 
compact little engine that operates on gas, gasoline, kerosene or alcohol— 
about 5 cents’ worth for a washing. It is guaranteed for three years’ 
continuous service. Every woman who sees it wants one. 


We Offer You the Biggest, Broadest, Best and Most 


Liberal Proposition Ever Made by a Manufacturer 
to a Dealer. Ask Us About It. 


It makes absolutely no difference what line of washing machines you now handle 
or how long you have been handling them. We can prove to you completely that you 
can make more sales and more money by handling the Maytag Multi-Motor Washer 
than with any other washing machine on earth. 


Right now we are advertising this new washer in such publications as the Saturday 
Evening Post, Country Gentleman, Farmer's Wife, Successful Farming and Woman’s 
World—reaching nearly six million readers—among whom are a large percentage of 
the families in your own town. 


Every line we print, every picture we show—is for your benefit. All inquiries we 

receive from this advertising are turned over to our nearest dealers. Co-operate with 

Bee us now and get your full share of this good business. Don’t 

eee ee ee ee ee i wait. Write for our Special Dealer’s Proposition today. 
Use the coupon. : 


The Maytag Co., 1 


Newton, Iowa. i T H E 
Send me descriptive literature about \ : ‘ . : { ‘ f ¥ { | ‘ ). 


the Maytag Multi-Motor Washer, also 
your special proposition to Dealers. STATION A NEW TON IOWA 
It is understood that I obligate my- 2 ; 

self in no way whatever by signing 
this coupon. 


Branches: Kansas City, Mo.; Minneapolis; Indianapolis; Fargo, N. D.; 
Winnipeg, Man.; Madison, Wis.; Lincoln, Neb.; Portiand, Ore. 


Warehouses: Philadelphia, Detroit, Peoria, Ill.; Sioux Falls, S. D. 
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AUTOMOBILE 


















Model for 


Ford Cars 





Chevrolet 
**490’’ Model 


$15. 


























Johns-Manville 
SPEEDOMETER 


Has all the Essentials to 
Successful Sales—Price, 
Quality, and a Big Market 


The reduced prices for Johns-Manville 
Speedometers—$10 for Ford Cars and 
$15 for Chevrolet “490’s”—put them 
well within the reach of these car 
owners, and on an equal footing with 
competition. 


Their quality is beyond question. 
The mechanical man will recognize it 
instantly; the layman can be shown 
easily. 

They are inflexibly accurate regard- 
less of vibration, length of service, tem- 
perature or climatic conditions, or the 
nearness of electrical equipment. They 
are as near perfection as engineering 
practice can reach, using the surest and 
simplest of physical laws—Gravitation 
and Centrifugal Force. 


Every new Ford and Chevrolet “490” 
owner—and there will be over 500,000 
this year—will be in the market for a 
speedometer. They will look for quality 
at the right price. They will get it in 
this speedometer. : 

Write today to our nearest branch 
for our proposition to the trade. 


H. W. Johns-Manville Co. 


Akron Birmingham Detroit Louisville 

Albany Buffalo Duluth Memphis 

Atlanta Chicago Galveston Milwaukee 

Baltimore Cincinnati Houghton Minneapolis 

Boston Cleveland Fousten Nashville 
Columbus 


Indianapolis 
las 

Days Kansas City 
Denver Los Angeles 
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ACCESSORIES 
\P = 


J-M Dry Batteries 


Rapid Movers and Sure 
Repeaters 






























ERS 
THE CONTINENT 











! J-M Dry Batteries will surprise you. 
They will inject as much new life and 
extra “pep” into your battery sales as 
they do in your customer’s open circuit 


system. 

You don’t have to make allowances 
for dead batteries when figuring your — . 
selling cost and net profit. J-M Bat- u's D RY r 
teries are not subject to the rapid a B a 


deterioration of other high amperage 
dry cells. Nor is there need of making 


allowances for replacements or credits Joun. 4 


to dissatisfied customers. That is the y . anne ‘ 
: manufacturers’ duty and we accept it ae « 
completely in our guarantee: 
“If J-M Dry Batteries do not prove THE CONTINE 
satisfactory, we will replace same with WW JonNs. 
new cells, or refund purchase price, in- .: 
cluding transportation charges.” Oniine Lousy 
Sm, ™*< wt Orr , a 
Uniform discounts on orders of all es, “wan. ce? mew On 


“Os ANC Bins om 


sizes enable you to stock in small quan- 
tities, and make rapid turnovers. 


Made in three capacities, 20, 30 and 
35 amperes, 114 volts to the cell. Sup- 
plied in either round or square shape. 


Write to our nearest branch today for 
our trade proposition. 


H. W. Johns-Manville Co. 





Newark Pittsburgh Salt — Cit EN se 
New Orleans Portland San Die 

New York Rochester San Prencioce Washington 
Umaha St. Levis Seattle Wilkesbarre 
Philadelphia St. Paul Syracuse Voannestown 


The Canadian H. W. Johns- 


eo Manville Co., Ltd. 
id Toronto Montreal Winnipeg Vancouver 


ResponsiDIIty 


wags 
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Why don’t you cash 
in on Automobile 
Accessory Sales? 


Hardware Dealers realize that their 
store is the logical place to sell auto- 
mobile supplies. Are you receiving 
your share? The two screw cutting 
Assortments listed below have proven 
mighty popular with the automobile 
trade. 





Garage Repair Sets 
For Ford Cars 


These assortments are specially adapted to 
meet the demand from garages and repair 
shops. and are based on their experience in 
handling repairs on Ford Cars. No. 2501, 
here shown, contains 2 very necessary reamers 
in addition to the taps and dies. 





Little Giant 


Combination Assortments 


A mighty popular assortment for garages, 
repair shops, etc., where the same sizes of taps 
and dies in two standards of thread are re- 
quired. This arrangement avoids the useless 
duplication of stocks and tap wrenches. 

Send for catalog No. 34, and start after this 
trade now. 


Greenfield Tap and Die Corporation 
Wells Brothers Company Division 
Wiley & Russell Mfg. Company Division 
A. J. Smart Mfg. Company Division 
GREENFIELD, MASS. 
London, 149 Queen Victoria 
In Canada, Weils Brothers 


New York, 28 Warren St. 
Chicago, 13 So. Clinton St. 








Philadelphia, 38 No. 6th St. 
Detroit, 55, 57, 59 Wayne St. 





Company of Canada, Lim- 
ited, Galt, Ontario. 

















VIcKINNEY 
Garage Hinges 


Get after the new car owner for the hard- 
ware for his garage. Certainly the best is 
none too good for such a customer when you 
consider his future accessory needs. By sell- 
ing him McKINNEY Garage Hinges you win 
his favor at the outstart. 

These hinges are made of heavy gauge 
wrought steel and fitted with special metal 
washers which reduce friction and eliminate 
creaking and binding. 

Get a stock now and be prepared for the 
Spring rush. You should also have a stock 
of McKINNEY Safety Hasps for these cus- 
tomers. 


McKINNEY MFG. CO. 


Pittsburgh, Pa. 


Wrought Steel Hinges, Butts, 
Hangers, Brackets, etc. 
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ALASKA 


‘*The freezer with the open spoon dasher’* 


Made on honor. Sold on quality. No other 
freezer quite equals it. Freezes cream in 30 
minutes with no work or in 3 to 4 minutes by 
turning crank. Alaska Freezers bring you 


BETTER PROFITS PLUS 


You not only can get better profits selling the 
ALASKA but with every sale we guarantee 
a pleased customer. We want only the best 
dealers who are willing to get good profits. If 
you are one and want the best in quality for 
your trade, write us at once. 


THE ALASKA FREEZER CO. 
WINCHENDON - _ MASS. 
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100% PURE 





MR. DEALER: 


Does your store advertising in paint make sales when your 
customers are in the store? 
AND 


Do your road and fence signs and the promoting campaigns 
carried out for you bring customers to your store when they want paint? 


The help our Advertising and Promoting Departments give 
to our Dealer-agents gets results. 


Write for our 1916 Advertising Bulletin. 
THE MARTIN-SENOUR Co. 
CHICAGO - MONTREAL WINNIPEG ‘LINCOLN 


PIONEERS OF PURE PAINT 


Your Trade Will 
Appreciate Reece’s 
Screw Plate | 


because, altho fully adjustable, it has 
all the advantages of a solid die. It is 
made so that cutting cross threads is 
an impossibility. Dies can be reversed 
in the collet for use in a lathe or other 


machine. The Spirit Glasses Help Make 


Invest in a sample. 
Sand’s Levels Quick Sellers 
Butterfield & Co., Inc., Derby Line, Vt. Q 



































Selling points on Sand’s Levels are abundant. For in- 


BRANCH STORES: stance the spirit glasses are our own original idea. 
126 Chambers St., New York City. They have a slight crown, quick acting bubble and are 
56 Cadillac Sq., Detroit, Mich. very accurate. The clear, distinct wire bands on the 
11 So. Clinton St., Chicago, Il. spirit glasses define exact center and are easily read 


310 Delaware St., Kansas City, Mo. at a distance. A heavy plate glass covering makes 
the spirit glasses dust, dirt and waterproof. 

Dealers who understand the advantages and the 
profits to be made through selling the Sand’s Levels 
understand why hardware merchants all over the 
country are supplying Sand’s Levels to contractors, 
masons, bricklayers and carpenters wanting accurate 
tools. You can make more level profit. 

Order Sand’s Levels to-day from your jobber. He 
handles them. 








J. SAND © SONS 


1023-29 Rivard Street Detroit, Mich. 
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Is There a 


Starrett 
Cataloz 


In Your 


Tool Box? 


This Question Is Being Put to Every Mechanic 

















VERY machinist at times has work 
that is difficult to lay out or meas- 
ure. [he man who has a Starrett 

| Catalog, by looking, through it 
occasionally, is able to find tools or 
| instruments that exactly fit the difficult 
work that comes to his machine, and is 
prepared to handle these jobs accurately 
and easily. 


Starrett Tools 


are tools for expert workmen. They are tools that 
insure accurate work and there are tools for all 
kinds of work. 


It is our aim to put the Starrett Catalog, in every me- 
chanic’s tool box—naturally, he will 30 to the nearest 
dealer to buy more tools—can you supply him? 


Write for Free Catalo3 No.20-A _ describin?, 2100 
styles and sizes of fine instruments—steel rules, tapes, 
squares, levels, hack saws, calipers and dividers, 
micrometers, Zapes, speed indicators and many others. 


We Deal Direct with Hardware Stores 
THE L. S. STARRETT CO., Athol, Mass. 


“The World’s Greatest Tool Makers” 
.London New York Chicago 
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COMPRESSION HERE 
PREVENTS RATTLING 








NATIONAL MFG. CO. 








IT’S A NON-RATTLING SCREEN 
AND STORM SASH ADJUSTER 


Consider what a big talking point that gives you—“‘it’s a non-rattling 
fixture for holding open screens and storm sashes!’ Can you imagine how 
well an argument like that will take with your women customers’? 

They’re all looking for a non-rattling fixture. And they are just as 
seriously in the market for an adjuster that can always be depended upon 
to work properly, a National Screen and Storm Sash Adjuster. 

A moment’s study of the illustrations will show you why this fixture 
fits snugly and works silently, smoothly and without fail. All steel. 
Furnished in japanned or the famous National rust-proof sherardized 
finish. Packed by the pair in an envelope with screws and complete 
illustrated directions for attaching. 

Write direct for prices. 


Sterling, III. 




















